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News. WASHINGTON, D. C.—Gilfillan 
Bros. Inc., Los Angeles, has entered 
into a Stipulation with the Federal 
Trade Commission to discontinue 

— misleading: representations in the 
sale of household mechanical refrig- 
gators manufactured under the Gil- 

ier, an name. 

si Foadie the agreement, the respond- 
ent will cease representing directly 
or by implication that the compres- 
grs in its mechanical refrigerators 

s, the have any fewer moving parts than 

3 that the actual number; that a piston-type 


pump is the most efficient type in all 
cases; that the capacity of the com- 
pressor, evaporator, and condenser 
iniividually or collectively is greater 
by any amount than that of mechani- 
cal refrigerators of like size and 
quality, unless such comparison is 
based upon scientifically recognized 
standards; and that Gilfillan electric 
refrigerators are lower in price than 
other mechanical refrigerators of 
like size and quality by any amount 
greater than is actually a fact. 
Respondent further agrees to cease 
representing that, because Gilfillan 
Bros., Inc. manufactures its refrig- 
erators in the western part of the 
United States, they are better suited 
for western operating conditions and 
can be sold cheaper than mechanical 
refrigerators manufactured elsewhere 
in the United States. 


(oust June Sales Are 
Best In 3 Years 


SAN FRANCISCO — Registering 
their best June mark in three years, 
sales of household electric refriger- 
ators in the San Francisco area 
totaled 1,414 units during the month 
to bring the sales for the first six 
months of the year to 6,264 units, 
according to dealer reports to Pacific 
Gas & Electric Co. 

June refrigerator sales this year 
compare with a total of 1,135 units 
sold during the month last year, 
while the six months’ total compares 
with 4,830 units for the same period 
of 1938, 

With the exception of electric 
ranges, most other appliances led 
1938 marks for June or for the first 
half of the year. Radio sales were 
4651 units for the six months, 
against 20,868 last year. For June 
alone, radio sales totaled 4,273 units, 
4 compared with 3,642 last year. 

Washer sales were well ahead of 
138 marks, the total for June 
Sanding at 683 units, against 614 
4st year, and the six months’ mark 
‘ing 3,973 units, compared with 
26 in 1938. Ironer sales, although 
“opping to 135 units in June, one 


(Concluded on Page 7, Column 4) 


June Sales Put 6-Month 
Dallas Total Over 5,000 


DALLA S, Tex.—Dealer sales of 
a vefrigerators here were 971 
ny in June, bringing the total to 
~~ this year to 5,118 sold in the 
: as territory. Estimated value of 
. Six-nionths’ sales was placed at 
370,060. 


Only three electric ranges were 


we during June, the year’s total 
a 21. One water heater was sold, 
~ ng a total of four so far this 

- Cookers and roasters piled up 


8 total of 


Make 4: 88 units during June to 


ates 38 for the period. 

high Ac ventilating systems counted 

Wp bye Cealer sales in June, chalking 

half record of 161 units to pull the 
“year total to 417. 


3 Creditors Seek To 
Put Grunow Firm 
Into Bankruptcy 


CHICAGO — An involuntary peti- 
tion in bankruptcy was filed last 
week against General Household 
Utilities Co. on behalf of three of the 
firm’s smaller creditors. 

The company, which manufactured 
Grunow household refrigerators and 
radios, has been inactive for about 
the past year-and-a-half. Several 
years ago the firm was reorganized 
under section “77B” of the bank- 
ruptcy act. 

It is charged in the petition that 
the company made preferential pay- 
ments while insolvent, and permitted 
Stewart-Warner Corp. to obtain a 
court lien on certain of the General 
Household Utilities Co. assets. 

Michael Gesas, counsel for General 
Household Utilities Co., stated last 
week that a reorganization plan was 
to be submitted to the court in the 
near future. After the sale of its 
radio manufacturing plant in Marion, 
Ind. early this year to Farnsworth 
Radio & Television Corp., officials of 
the company were said to be trying 
to work out a deal for new capital 
to renew operations. Liabilities of 
the company are said to be about 
three-quarters of a million dollars, of 
which $340,000 is owed the Recon- 
struction Finance Corp. 

The involuntary petition in bank- 
ruptcy against the concern was 
filed on behalf of Geo. H. Wolff 
Sons ($619.87), Kaufman & Fabry 
($503.13), and Boyar Schultz Corp. 
($1,047.95). 


State Association Sought 
By Missouri Dealers 


ST. LOUIS—To bring harmony in- 
to the ranks of furniture and appli- 
ance dealers and build a strong or- 
ganization to fight burdensome taxes 
and unfair trade conditions in the 
appliance industry, the Furniture and 
Appliance Dealers of Missouri, 
formed May 1, is making a concen- 
trated drive for membership through- 
out the state. 

Since its formation, the associa- 
tion has brought 35 members into 
the St. Louis group, and the figure is 
expected to top 50 this summer. In 
all there are 2,000 possible members 
throughout the state, and while it is 
not expected that all will be members, 
it is believed that within the next 
few years a representative number of 
the total possible membership will be 
enrolled. 

'The only requirement for member- 
ship is that the dealer meet ac- 
knowledged standards of good busi- 
ness men, and that every effort will 

(Concluded on Page 10, Column 5) 
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Carrier Shows Profit 
For First Half 


NEW YORK CITY—Net profits of 
Carrier Corp. for the first six months 
of 1939 were $137,742.41 in compari- 
son with a loss of $332,697.52 for the 
corresponding period of 1938, reports 
J. I. Lyle, president. 

Orders booked by Carrier during 
the second quarter of 1939 were 
substantially in excess of a year ago. 
However, actual shipments during 
first and second quarters of 1939 
were no larger than for the similar 
period in 1938. 


Commercial Credit 
Has Revised Terms 


NEW YORK CITY — Commercial 
Credit Corp. has extended its terms 
on major appliances from 30 to 36 
months on contracts carrying a 
minimum down payment of 10% or 
more, according to W. H. Crawford, 
vice president of the company. 

Commercial Credit Corp.’s move is 
in line with that of a couple of other 
major finance companies, who have 
established new conditions which go 
beyond the 30-months’ maximum 
time period on payments for the first 
time since the early fall of 1937. 
(As reported in last week’s issue of 
the NEWS.) 

“To meet certain competitive con- 
ditions, we were recently obliged to 
modify our terms from 5% down and 
24 month maturities, to 5% down 
and 30 month maturities and to 
extend our terms from 30 to 36 
months on contracts carrying a mini- 
mum down payment of 10% or 
more,” states Mr. Crawford. 

“The shortened down payments 
and extended maturities were not 
according to our best judgment,” he 
continued, “but were the result of 
keeping our manufacturing clients 
competitive against various types of 
competition, who were offering the 
smaller down payments and longer 
terms.” 

Recent statistics indicate quite 
clearly that the average maturity on 
refrigerator contracts is about 26 
months, Mr. Crawford declared. He 
explained that maturities are in- 
fluenced by the minimum monthly 
payment applicable under the various 
products. 

Where the higher price merchan- 
dise is involved, the contract usually 
gets into maximum terms, he said. 


Alabama Furniture Dealers Grumble About Markups, 
But See Bright Future For Appliance Sales 


BIRMINGHAM, Ala. — Complaint 
that the markup to dealers on 
nationally advertised brands of elec- 
trical appliances is insufficient was 
registered by R. B. Broyles, president 
of the Birmingham Furniture Dealers 
Association, before the Alabama 
Furniture Dealers Association in 
convention here July 27. 

Mr. Broyles said it cost him 35% 
to do business yet the “Octopuses 
had the effrontery to come into my 
store and offer me a 3314% discount.” 
He said he had turned to off-branded 
merchandise, which he could buy 
direct from the manufacturer at a 
higher mark-up and he pointed to 
the chain stores and mail order 
houses which are handling only 
private branded appliances. 

A. J. Hainje, president of the 
association, said he thought that 
“much of this brand preference is in 
the mind of dealers.’ He said that 
some of his customers applied the 
term Frigidaires to all electric 
refrigerators, Congoleum to all floor 
coverings, and Victrolas to all 


phonographs, but that it did not 
mean they desired these brands only. 


No action was taken by the asso- 
ciation as a whole on the matter of 
electrical appliances although two 
years ago a resolution was passed 
protesting the five-year guarantee 
and long terms on appliances as 
putting an over-burden and responsi- 
bility on the dealer. President Hainje 
said he thought the matter of low 
discounts would “work itself out” to 
the ultimate advantage of the dealer. 


R. L. Gandy of the McEacheran 
Furniture Co., North Birmingham, 
who was elected president of the 
association, said the electrical appli- 
ance line was now accounting for 
25 to 30% of the volume of the 
average furniture store. 


With electric rates being sliced 
nearly 50% in Alabama to meet TVA 
competition, the feeling was ex- 
pressed that electrical appliances 
would account for an even greater 
percentage of the furniture store’s 


business. 


Rise In Costs Foreseen If Codes Follow 


Underwriters’ Ideas on Ductwork 


DETROIT—tThe potential influence 
of fire insurance company regulations 
on the air-conditioning industry, 
which will inevitably result in sharply 
rising installation costs, is illustrated 
by the contents of a new booklet— 
“Regulations of the National Board 
of Fire Underwriters for the instal- 
lation of Air Conditioning, Warm Air 
Heating, Air Cooling and Ventilating 
Systems as recommended by the 
National Fire Protection Associa- 
tion.” 

Issued Aug. 1, 1939, the new regu- 
lations (Pamphlet No. 90) contain 
many changes from the last issue of 
July 15, 1937, and an “Appendix on 
Maintenance” of systems in buildings 
other than _ residences, has _ been 
added. 

Among the stringent provisions in 
the new “Regulations” are the use of 
asbestos cloth for flexible duct con- 
nections, fire resistive duct linings, 
and clean-out openings every 20 feet 
in duct systems. 

Ducts which pass through floors 
“shall be incased in 4-inch hollow 
clay tile, 4-inch gypsum block, or the 
equivalent.” Ducts must have a 
clearance of at least %-inch from 
any combustible construction, such as 
plaster or wood lath, and a 6-inch 
clearance from _ stored combustible 
materials. Ducts which pass through 
concealed ceiling spaces must be pro- 
tected by a 44-inch asbestos. 

Automatic fire dampers and doors, 
which operate on the fusible link 
basis are required where ducts pass 
through fire walls, through fireproof 
floors, and on fresh air intakes. 

Discharge and exhaust openings 
shall be located at least 3 inches 
above the floor, except that pro- 
tected floor inlets under seats are 
permitted in theaters. 


AIR FILTERS 


The Regulations provide that “air 
filters shall be of a type that will not 


(Concluded on Page 2, Column 2) 


ASHVE To Hold Fall 
Meeting In Atlanta 


ATLANTA—First fall meeting in 
the history of the American Society 
of Heating & Ventilating Engineers 
will be held Oct. 30-31 in the Atlanta 
Biltmore hotel, with the Atlanta 
chapter as host. Program will in- 
clude three technical sessions, a get- 
together luncheon, a banquet and 
dance, and special entertainment for 
wives of members. 

Committee on arrangements for 
the event includes L. F. Kent, general 
chairman; C. T. Baker, vice chair- 
man; C. L. Templin, reception; S. W. 
Boyd, registration and sessions; E. 
W. Klein, banquet; T. T. Tucker, 
ladies; A. H. Koch, sports; G. H. 
Brodnax, Jr., transportation; M. M. 
Crout, publicity; and C. B. Cole, 
finance. 


Midwest Jobbers Discuss 


Delivery Service Question 


DES MOINES, Iowa—tThe ques- 
tion of delivery service by refrigera- 
tion supply jobbers was a principal 
topic of discussion at the recent 
meeting of the Midwest Refrigeration 
Supply Jobbers Association in the 
Hotel Fort Des Moines. In addition 
to association members, four factory 
representatives of manufacturers at- 
tended the meeting. 

Another question discussed was in 
regard to the sale of supplies to 
state institutions by jobbers at dealer 
prices. It also was suggested that 
a booklet, outlining what the jobber 
means to the refrigeration service 
man and dealer, be printed and dis- 
tributed by jobbers. 


Following discussion at the meet- 
ing, it was decided to invite several 
non-member jobbers in the territory 
to join the Midwest association. 


6-Month Sales 
Of Commercial 


144,941 Units 


Package Equipment Paces 
Gains; June Total 
Is 29,447 Units 


DETROIT—With June sales con- 
tinuing to set a pace second only 
to 1937 marks, shipments of com- 
mercial refrigeration equipment for 
the first six months of this year 
amounted to 144,941 units, more 
than 7,000 higher than the 137,814 
units reported for the same period 
of 1938, according to reports of 14 
manufacturers to National Electrical 
Manufacturers Association. 

June shipments of commercial 
equipment totaled 29,447 units, a 
gain of more than 5,500 over the 
23,911 units shipped in that month 
last year. High mark for the month 
was set in 1937, when shipments of 
33,643 units were reported by 15 
Nema-member companies. 


Water coolers of both types and 
ice cream cabinets led the packaged 
equipment list for the half-year 
period in gains over 1938 shipments, 
but beverage coolers showed the 
highest unit total, despite the fact 
that this was considerably below 
1938 figures for the same period. 

Bottle-type water cooler shipments 
through June were 2,961 _ units, 


(Concluded on Page 10, Column 5) 


Two ‘$100’ Models 
Added By Crosley 


CINCINNATI—Two new 6-cu. ft. 
electric refrigerators in the $100 
class have been announced by 
Crosley Corp. 

Models, which list at $99.50 and 
$114.50, have a shelf area of 12% sq. 
ft., the regular Shelvador features, 
and capacity for freezing 70 ice 
cubes, or 7.2 lbs. of ice, at one freez- 
ing. They have one shallow and one 
deep narrow tray for quick freezing 
of desserts. 


Steel cabinet is electrically welded 
in one complete assembly, and 
finished in Dulux, with rock wool in- 
sulation sealed in. Food compart- 
ment is of one-piece welded steel, and 
the door liner is finished in Dulux. 
Both models are powered by the 
hermetically sealed ‘“Electrosaver” 
unit, used on all Crosley models. 


The “Leader 6’ model, priced at 
$99.50, does not have an interior 
light nor an evaporator door. The 
“Champion 6,” which lists at $114.50, 
has a porcelain enameled food com- 
partment with acid-proof bottom, an 
automatic interior light, and a hinged 
door on the ice cube compartment. 


Hardware Jobber To Buy 
Channon Co. Assets 


CHICAGO—Hibbard, Spencer, Bart- 
lett & Co., hardware wholesaling 
concern, has arranged to acquire the 
assets of the H. Channon Co., dis- 
tributor of mill supplies, hardware, 
and refrigeration parts and supplies, 
C. J. Whipple, president of Hibbard, 
announced last week. 


Acquisition of the Channon assets, 
Mr. Whipple said, is based on a 
purchase price of $7.50 a share for 
Channon’s 41,872 outstanding shares 
of $10 par value preferred stock, and 
75 cents a share on its 44,121 shares 
of $1 par common stock, subject to 
approval of 95% of Channon’s stock- 
holders by Sept. 1. 

Holders of about 75% of the 
Channon stock already have ap- 
proved the acquisition, it is reported, 
and no new financing by Hibbard will 
be required to complete the transac- 
tion. 
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AIR CONDITIONING & REFRIGERATION NEWS, AUGUST 2, 1939 


Cir Conditioning 


& 
Detroit Dealer Donates 
Air-Cooling System 
To Children’s Ward 


DETROIT—Reports broadcast by 
metropolitan Detroit papers that 
patients in the Children’s Ward of 
Receiving Hospital were suffering 
from excessive temperatures brought 
rapid action from the Detroit air- 
conditioning fraternity here last 
week. 


Sanford D. Adler and Milton C. 
Adler of Conditignaire, Inc. offered 
to donate a completely installed air- 
conditioning system to the hospital 
to reduce temperatures in the ward 
which had been reported to be 15° F. 
higher than street temperatures. 


The offer was made in a letter 
addressed to the City Council by 
A. R. Brash, advertising counsel for 
Conditionaire, Inc. 


The dealership received much valu- 
able publicity from its gift of the 
air-conditioning system in the form 
of a front-page story in the Aug. 1 
issue of the Detroit Free Press. 


Conditionaire, Inc. has_ recently 
become a member of the Air Condi- 
tioning Association of Michigan. 
The firm distributes Curtis and 
Airtemp air-cooling units in the 
Detroit area. 


‘Fire Prevention’ Codes 
Likely To Jump Costs 
OF Installation Work 


(Concluded from Page 1, Column 4) 
burn freely or emit large volume of 
smoke or other objectionable product 
of combustion when attacked by 
flames.” It is recommended that 
systems having over 20,000 c.f.m. 
capacity be equipped with automatic 
sprinklers. 


For systems serving more than one 
story of a building, or more than one 
fire section of a building, a manually 
reset thermostatic device shall be 
located in the return air duct ahead 
of the fresh air intakes, according to 
the recommendations, to shut off the 
fan when return air temperature rises 
above 125° F. 


Fans shall be equipped with devices 
to automatically shut them down 
when automatic sprinklers in any 
building go into service. 


The Regulations require that me- 
chanical refrigeration shall be in- 
stalled in accordance with the Safety 
Code for Mechanical Refrigeration, 
published by the American Standards 
Association, volume B-9-1939. 


SMOKE DETECTORS 
While the use of ‘“‘smoke detectors,” 


such as the electric eye, are not 
mandatory, the regulations state that 
‘It is recognized that in certain 
occupancies there is a potential panic 
and smoke damage hazard. For such 
conditions it is recommended that 
consideration be given to the develop- 
ment and application of suitable 
smoke detectors to automatically 
shut down the system and cause an 
alarm signal.” 


USE OF TORCHES 


The Insurance Regulations ex- 
pressly provide that “work involving 
the use of torches shall not be under- 
taken on ducts until the system has 
been shut down, the duct cleaned, and 
all combustible lining and covering 
material has been removed from the 
portion of the duct being repaired.” 

Readers of AIR CONDITIONING & 
REFRIGERATION NEWS will recall that 
two department store fires in Crowley 
Milner Co. and Kern’s, Detroit, both 
originated from workmen using 
torches when the _ air-conditioning 
systems were in operation. Property 
loss in both fires was confined to 
smoke damage, which was consider- 
able. 

The “Appendix on Maintenance,” 
which is a new section of the Fire 
Regulations, provides that fresh air 
intakes shall be inspected at regular 
intervals, ducts shall be cleaned at 
least quarterly (by brushing and 
scraping as vacuum cleaning will not 
remove all dust) and plenum cham- 
bers shall be inspected every six 
months. 

Air filters shall be cleaned when 
the resistance has increased to five 
times the original resistance, and 
filters, intended to be thrown away 
after use, should never be cleaned 
and re-used, the regulations state. 


“We now Use 


Tcl 7) ’ 


When Refrigeration Service Engineers and Jobbers tell us they "Now 
Use A-P Valves Exclusively,” there’s a story behind that “Choice” that bears 
repeating. They've “switched” to A-P as a remedy for expensive valve 
failures, or equipment inefficiencies, or to cut their service costs, or to assure 
more satisfied customers, or to eliminate frequent replacement. 


You'll find many such reasons for the popularity of A-P Valves. And they 
all come back to that well-known reputation for Dependable, Service-Free 


Performance — on every size and type of installation. 


AUTOMATIC PRODUCTS COMPANY 


THIRTY — SECOND 


@ Refrigeration Parts Jobbers, Who 
Recognize Quality, Stock @) Valves 
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Export Department, 100 Varick Street, New York City 
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How a Proposed City Code Follows ‘Suggested’ 
Regulations of the Fire Insurance Companies 


Influence of fire insurance com- 
pany regulations on the preparation 
and adoption of municipal codes and 
ordinances designed to govern the 
installation and operation of air- 
conditioning systems is clearly shown 
by the following paragraphs, taken 
at random from “Regulations of the 
National Board of Fire Underwriters” 
and the proposed “Code to Regulate 
the Construction and Installation of 

* 


Regulations of the National Board 
of Fire Underwriters Pamphlet No. 
90. Aug. 1, 1939. 

Sec. 112—Construction consisting 
of not less than %-inch cement or 
gypsum plaster on metal lath 
applied to combustible or non- 
combustible supports may be used 
as duct walls. 


Sec. 115—Ducts shall be so con- 
structed as to provide structural 
strength and durability at least the 
equivalent of galvanized sheet iron 
or steel of the thickness specified 
in Table 1. 


Table 1—Thickness of Metal 
For Air Ducts 


Round Ducts Rectangular Minimum 
Diameter in Ducts—Width Thickness 
Inches Inches U.S. Ga. 
6 to 10 Up to 12 26 
11 to 29 13 to 30 24 
30 to 39 81 to 60 22 
40 to 49 61 to 118 20 
50 and above 119 and above 18 


* 


Ventilating, Exhaust, and Air-Congj 
tioning Systems” which is b,j, 
prepared by the City of Det 
Department of Buildings and Sag, 
Engineering. Y 

Many other sections of both gq, 
of regulations which show an exact 
duplication of intent, but which do 
not have identical wording, are not 
shown in this comparison. 


* 


Proposed Detroit Ventilating and 
Air Conditioning Code 


Sec. 2903.1—Construction  q», 
sisting of not less than % inc, of 
Portland cement or gypsum plast. 
may be used for ducts. 


Sec. 2903.1—Ducts shall be qp, 
structed so as to provide Structury 
strength and durability at ley 
equivalent to galvanized sheet ire 
or steel of the thickness specifig 
below. 


Thickness of Metal for 


Air Ducts 

Round Ducts Rectangular Minin, 
Diameter in Ducts—Width  Thicknes 
Inches Inches U.S. 
6 to 10 Up to 12 % 
11 to 29 13 to 30 4 
30 to 39 31 to 60 p;) 
40 to 49 61 to 118 n 
50 and above 119 and above 18 


Sec. 113—Flexible woven as- 
bestos or other approved fire- 
resistive material or sleeve joints 
with rope asbestos packing or 
other approved non-combustible 
material shall be provided where 
flexible connections to prevent 
transmission of vibration through 
the duct system are desired. This 
requirement does not apply to the 
joint connecting fans, where the 
intake or discharge of the fan is 
in the same room or enclosure as 
the joint. 


Sec. 114—Only fire resistive lin- 
ings acceptable to the inspection 
department having jurisdiction may 
be used inside of ducts. 


Sec. 114-A—Combustible cover- 
ings or combustible exterior insula- 
tion to ducts are not recommended 
and should not be used generally, 
particularly in concealed locations 
of non fire-resistive construction, 
unless covered with cement or 
gypsum plaster coating of 4-inch 
thickness. 


Sec. 121—In no case shall the 
clearance from metal ducts to 
stored combustible material be less 
than 6 inches, and to combustible 
construction, including plaster on 
wood lath, it shall not be less 
than % inch. 


Sec. 142—-Discharge and exhaust 
openings and recirculating air 
intakes shall be located at least 
3 inches above the floor, except 
that protected floor inlets may be 
permitted, under seats, in theaters. 
When located less than 7 feet 
above the floor, inlet and outlet 
openings shall be protected by a 
substantial grille or screen, through 


the openings in which a %-inch 
sphere will not pass. 
Sec. 150—Air Filters (a) Air 


filters shall be of a type that will 
not burn freely or emit large 
volume of smoke or other objec- 
tionable products of combustion 
when attacked by flames. 

Note: The smoke _ producing 
characteristics of the filter should 
be considered in relation to the 
occupancy of the building in which 
it is installed, etc. 


Sec. 133—Fire doors and fire 
dampers shall be arranged to close 
automatically and remain tightly 
closed, upon the operation of a 
fusible link or other approved heat 
actuated device located where 
readily affected by an abnormal 
rise of temperature in the duct. 


Note: It is recognized that in 
certain occupancies there is a 
potential panic and smoke damage 
hazard. For such conditions it is 
recommended that consideration be 
given to the development and 
application of suitable smoke de- 
tectors to automatically shut down 
the system and cause an alarm 
signal. 
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Sec. 2903.3—Flexible connectio, 
in a duct system shall be ma 
of flexible woven asbestos or oth: 
similar incombustible material, » 
sleeve joints with incombustiti 
packing. Such woven ashest, 
shall weigh at least 2% Ibs. » 
square foot, be at least 14 ing 
thick, and shall not contain leg 
than 80% asbestos nor more thy 
20% cotton. 


Sec. 2903.4—No material shil 
be used for duct lining except 
such material as may pass the 
required test. ... 


Sec. 2903.5—Duct _ insulation 
Where ducts are open and exposei 
to direct access from a room ¢ 
usable space in a building, semi 
combustible insulation as define 
herein may be used provided i 
its exposed surfaces are secur] 
covered with a _ continuous all 
tightly applied layer of asbesti 
paper. 

Sec. 2904.5—Clearance. Metall 
duct systems shall not be plac 
or installed within two (2) incht 
of combustible construction « 
material including plaster on wo 
lath unless all such material with 
in 2 inches of the duct system» 
protected with continuous layer ¢ 
\%-inch asbestos or equivalell 
incombustible material. 


Sec. 2904.6—Air inlet and outlé 
openings shall be located at leds 
3 inches above floors except thi! 
in theaters protected floor inlets ® 
the mushroom type may be us 
under fixed seats. When localtt 
less than 7 feet above the flo 
inlet and outlet openings shall ® 
protected by a substantial incol 
bustible grille or screen throlf 
the opening of which a ‘-ilé 
sphere will not pass. 

Sec. 2902.23—Semi-combustil 
filter shall mean a filter, which! 
itself, or by treatment, is 5 
ciently fire resistant so that ™ 
spreading over the filter, W™% 
loaded with dust and under oP?) 
ating conditions, will not be ma 
rially fed by the burning of ™ 
filter itself, nor cause the genet 
tion of quantities of smoke ® 
toxic gases. 


Sec. 2906.3—Fire doors shall ® 
held in the open position by me: 
of approved fusible links set ins” 
the duct which will melt al | 
temperature of 165° F. and 
the fire door to close. 


Sec. 2907.4—Every neW r 
conditioning system supplyiné | 
to buildings of classes C, id 
buildings for more than 10 famil 
or containing more than 25 8°” 
ing rooms, and E-2 buildings Fa 
vided with more than 25 
patients and . . . certain wit 
buildings shall be provided 
al: approved smoke detector. 
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AIR CONDITIONING & REFRIGERATION NEWS, AUGUST 2, 1939 


| €ROSLEY Products 
are quality merchandise 


You can sell easier, faster, more profitably when you know the 


materials and the manufacturing methods in Crosley products 
are QUALITY all the way through. 


NEW FREEZORCOLD SHELVADOR 


Linimay . ° ° 

hickuy Here is a new development in Crosley Shelvadors with tremendous appeal to women 

= who see exciting possibilities of a cold storage plant in their refrigerators where 
x frozen foods can be easily stored, fresh meats, game and fish frozen and kept delicious 
: until used, salads quickly chilled and ice cubes made and held for any party demand. 
18 . 

a Like all Shelvadors, quality manufacturing marks every step in fabrication. Finest 

st American steel, Armco Ingot Iron, Bonderizing for perfect enameling. 

rial, Air-conditioned enamel applications for satin-like surfaces. Rock wool insulation. 


Hydrogen electric brazing for permanent joints and seams, Oversized hardware, 
Scientific precision in compressor construction, “‘Freon’’—the efficient and harm- 
less refrigerant. Every detail is a quality operation to provide a refrigerator 
Crosley dealers can enthusiastically acclaim and PROVE 


FREEZORCOLD SHELVADOR 


... the best you can buy.” UNMATCHABLE VALUE 
through quality 


SHELVADOR PRICES BEGIN AT $99.50 and offer a manufacturing processes. 
complete step-up for all sizes of purses and families. PRICES BEGIN BELOW $200 


except 
iss the 


ulation 
ex pose! 


=f THE CROSLEY CAR 


1s afm lhisis the result of many master minds in the automotive industry working 
shes under the personal direction of Powel Crosley, Jr. Manufacturers selected 
veut ‘or their high standing as suppliers of automotive parts have developed the 
puclf/™ Crosley car into an amazingly rugged, easy riding, incredibly safe, smart 
gi“ 2ppearing automobile performing at unbelievably low costs. 
‘i vifa Waukesha Motors, Spicer Axles, Warner Transmission, Rockford Clutch, 
— Murray Body, Autolite Starter,Ross Steering Gear, 


rival Goodrich Safety Tires, Timken Bearings, Tillotson [ convertible Two and Four 


i Carburetor, Delco-Lovejoy Shock Absorbers. Seat Models 
- a Doors and rear quarter of body now lined to match $325 & $350 
nies Upholstery. Many other body refinements empha- | atricHMOND, INDIANA 


pe ue Sze the car’s outstanding value. 
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“ie - _o NEW CROSLEY RADIO / °°“ 
: & eR a, Through Quality 
? et Mh Macatee mda —— Manufacturing Processes 


eS Pee In circuit development, audio improvement, and design, Coumtny Tieton saitniile 

a £ i ao reaches a new high in value this season. Pictured is the extraordinary 

r far a ae eer Curveflector receiver embodying feather-touch electrical tuning, 8 tube superheterodyne circuit, 

“ot fs Palate. Bee 3 bands and the amazing new curved tone diffuser called the CURVEFLECTOR. Crosley radio 

ltt +e quality is evident in radio construction procedure . . . such as cadmium plated all metal spot : 
| ae a welded chassis compensated for all temperature changes . . . switches with silver plated contact tas 

shall ! ’ Bt. . oe a ° ° e e e ° . * e 

y mess mm @¢@ gaa points .. . ball-bearings in tuning mechanisms . . . etched dials . . . individually balanced speakers. 


st insid# 
‘| Crosley Radios are manufactured in all popular types and models. Prices begin at $7.99 and 


offer dealers a full line of smashing superiority at every price level. 


THE CROSLEY CORPORATION 


WLW—Home of “‘the Nation’s Station’’—70 on your dial 


POWEL CROSLEY, Jr., President CINCINNATI Ras, @ 


See the Crosley Building at the New York World’s Fair 
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Profitable Sales Reas 


Starting At Top and ‘Selling Down’ Increases 
Sales of Units In $200-and-up Class 


OGDEN, Utah—To sell more de- 
luxe model refrigerators—those in 
the $200 class and above—to price- 
minded prospects, don’t “sell up” 

. “sell down.” That’s the precept 
successfully practiced by Wright’s 
appliance dealership here, says Reed 
R. Smith, appliance manager. 


Instead of beginning with a low- 
priced refrigerator and then going 
through the arduous process of 
wringing extra dollars from the pros- 
pect, Wright’s gets better results 
through “selling down.” The store 
recently sold 310 refrigerators in this 
way, an increase of over 1,000% in 
the upper-price bracket lines. 


The system used is this: when a 
prospect approaches the refrigerator 
section, he is escorted to the center- 
piece of the display—a _ beautiful 
deluxe box on a dias in the middle of 
the floor, priced at $800 and the 
largest in stock. Naturally, the 
store doesn’t expect to sell many 
such models, but it knows that most 
prospects are impressed with it, even 
though few could afford a refriger- 
ator of such size. 


Then, as the customer goes down 
the display line with the salesman, 


he is shown each of the finer deluxe 
units in succession, keeping the 
super-quality refrigerator uppermost 
in his mind. 

When he purchases, he invariably 
selects a more costly refrigerator 
than was originally intended—be- 
cause as he goes down the line look- 
ing at the cheaper boxes, he con- 
trasts them disparagingly in his 
mind with the first model. Getting 
as near to it as possible, he buys 
the best unit he can afford. 


Saves Used Refrigerators 
For “Special Sellings’ 


BATTLE CREEK, Mich.—C. F. 
Heyser of Heyser Electric Co., G-E 
dealer here, solves the problem of 
what to do with trade-ins by not sell- 
ing them—that is, not selling them 
one at a time as they come in. 

Instead, he saves them up until he 
has quite a number of them on hand, 
and then features a special sale of 
the used units. This method of dis- 
posal attracts more public attention 
and results in higher unit prices. 


Girl Phone Canvasser 


Digs Up Leads For 
Dallas Salesmen 


DALLAS, Tex.—A girl who can- 
vasses by telephone and is paid 1% 
commission on sales she turns up has 
proved an easy way to added sales 
for Electric Household Appliances, 
Inc., General Electric major appli- 
ance dealer here. 


The girl hired for the job had 
previous experience in telephone con- 
vassing, although not with refrigera- 
tors. She is paid $12 a week as 
salary, plus the commissions which 
are paid by the salesmen. Prospect 
cards are turned over to the men 
each morning, and each salesman has 
a definite appointment to start off the 
day. 

Another plan employed by the store 
is the use of user coupon books. 
These coupons are issued to users 
and are good for a premium if a 
lead turns into a sale. Each user is 
registered at the store, and the sales- 
man writes a personal letter to the 
user to guarantee payment of the 
premium direct from the office of 
the dealer. 

When a sale is made through a 
user, a check in payment of the 
coupon is issued by the office in the 
name of the user, and the sales sup- 
ervisor personally sees that the user 
gets it. The system has removed 
the skepticism of users concerning 
the payment of premiums, according 
to Fred Staehle, manager of the 
store, and has increased user pros- 
pect sales. 


2,228 


More than a million G-E capacitor-motors 
now in use on domestic refrigerators 


*This question was one of several 
asked by interviewers in a recent 
door-to-door survey. The women 
indicated preferences as follows: 


31.2°.. favored General Electrie 
7.4°> favored Manufacturer “A” 
6.8°% favored Manufacturer “B” 


28.6°. favored miscellaneous 
“dl other makes 
26.0°% didn't know 


NEW YORK WORLD'S FAIR — SEE THE G-E “‘HOUSE OF MAGIC’’ AT BOTH 
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Electric, Schenectady, N. Y. 


WOMEN WERE ASKED: 


~. “If you were buying a washing machine, a re- 
\ frigerator, or an oil burner, what make of elec- 
»\ tric motor would you like to have on it?“’* 


31.2% replied, 


prefer G-E motors, and so do a great many 
of your prospects. Why not make your selling job 
easier by giving them the motor they want? This 
preference, added to that for your appliance, cuts 
your selling job in half with these prospective 
buyers. They are already convinced that your 
products are dependable — you have only to show 
them the economy of electric appliances. 


A LMOST one third of these appliance prospects 


G-E motors can also help you sell prospects who 
have no preference but who are out to buy high- 
quality appliances. The millions of G-E motors 
now in use have given good service and G-E 
motors are generally accepted as being reliable. 


They increase sales appeal because they are an added indication 
that the appliances you sell are dependable throughout. General 


WHY WOMEN PREFER G-E MOTORS—G-E motors are preferred because they 
are built to operate a long time with little or no attention. Note how they 


are built: 


Cast-aluminum rotor—Its one-piece aluminum winding cannot become open- 
circuited or burn out. Rotor is inherently well-balanced and practically in- 


destructible. 


Protected stator — Windings are effectively insulated, are resistant to mois- 
ture, oil, and mild acids and alkalis. Metal surfaces are treated to resist rusting. 


Long-lived bearings— Ample and sturdy. Equipped with a positive oil-circu- 
lating system that supplies clean oil to the bearing surface. Requires only 


occasional oiling. 


Get 
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JACKSON, Mich.—P. O. Dettling 
is an electrical appliance dealer. He 
sells refrigerators, ranges, radios, 
washers, and ironers, and similar 
items in a store which he has owned 
and operated for the past 10 years. 
He is an employer and a business 
man in every sense of the word, and 
he is faced with the same general 
problems that confront other em- 
ployers and business men. 


This is all very commonplace. The 
surprising thing, in light of the weep- 
ing and wailing coming from many 
appliance merchandisers from coast 
to coast, is that Mr. Dettling does not 
regret the fact that he ever entered 
the appliance business. 

He is selling appliances. What’s 
more, he is selling them at a profit. 
He holds no particular grievance 
against any phase of the industry. 
He thinks the appliance business is 
a good business in which to be. In 
fact, to borrow from radio’s Stroud 
Twins, he’s happy about the whole 
thing. 

This year has been a particularly 
bountiful one for Mr. Dettling and his 
organization. June sales this year 
bested sales during any one month in 
the firm’s 10-year history, with the 
exception of May, 1937. Sales for 
the first six months of the year were 
at least 50% better than for the 
first half of 1938, and nearly up to 
the half-year volume of 1937, which 
was by all standards a banner year. 
Mr. Dettling is extremely optimistic 
about prospects for fall. 

Operating what he advertises as 
“Jackson’s Largest Electrical Appli- 
ance Store” (not counting’ the 
utility), Mr. Dettling sells the com- 
plete line of General Electric appli- 
ances, including all-electric kitchens 
and packaged commercial units. To 
offset the growing competition of 
“mail order” goods he has added the 
Gibson household refrigerator as a 
“price line.” This combination works 
out splendidly, he has found, for it 
enables him to cover a much wider 
range than he could with one line. 

Although the population of Jackson 
proper is only around 60,000, the 


Chiseling? Trade-Ins? Price Competition? 
Here's One Dealer They Don't Worry 


By James McCallum, Jr. 


j 
Dettling store caters to a trading ‘Ey 
area of 100,000 people. This marke 
Mr. Dettling explained, is Nicely ‘ 
balanced between industria] and 
agricultural population, so the store 
seldom suffers severely from frequent CON 


or extreme buying fluctuations. cial re! 

Best way of obtaining prospect, in con 
Mr. Dettling has found, is throug, [MM type © 
old customers—the well known “yy Humph 
the user” process. This works esp. MM peadqu 
cially well for him because of ty, “divers 
store’s 10-year background of sati. MM with 
factory service. Cold canvassing, , Mr. | 
said, has become too expensive , cess 0 
prospect-getter since “mail ordey practic 
merchandise and other low-pricg that eX 
lines have made it necessary fy tion, B 
competing firms to pare sales gg. installa 


penses to the bone. 
Mr. Dettling’s attitude toward ty 


Portrait of a Satisfied Dealership 


problems about which many deal A | 
“holler their heads off” is extreme, photogr 
nonchalant. He sees nothing to gy demons 
excited about in all of the allegyjmm sles ef 
“evils” of the appliance business, graph 1 
Price cutting? Chiseling? cy, Jame Ue? 
throat competition? He pooh-poyfim ’ ac a 
this bugaboo by stating: “Natura fmm °° 2° 
you’ll find this to some extent in th sity, th 
appliance business just as well x pes 
you will in any other line. But it; The & 
not excessive here; certainly nothin the | 
to get excited about. Best way j jm mided 
fight it is simply to ignore it—jy custome 
to sit tight, keep selling your on le | 
goods at a profit, and wait for th 
other fellow either to see the error ¢ 
his ways or go out of business.” Surve 
Trade-ins, a headache to a goj 
many dealers, are a pleasure to \t Ter 
Dettling. “I like to handle us 
equipment,” he said. “I find a 
excellent market for it among tk ATLA 
lower income brackets of both thjmmm tematic 
industrial and farming class sales re; 
Whenever a customer insists on trai frigerati 
ing in an icebox for a new electri Georgi 
refrigerator, I usually offer to knoijim™ refrigera 
off the sales tax on the new uni it can e 
This seldom amounts to more tha intensive 
$5, and the customer is usualy) ment, ir 
gratified at escaping this extra ta Was sol 
burden. I personally appraise al fj ‘an the 
mechanical jobs traded in, and offegyyye year. 
a fair price.” The § 
volved ij 
logical, s 
of the co 
ket whic 
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Above: With the aid of this sales, service, delivery, and office staff GENERA 
P. O. Dettling, General Electric dealer in Jackson, Mich., has kept sales 
moving at near-1937 levels during the first half of this year. Below’ REMARK: 
view of the attractive and well-stocked Dettling showroom, with th 
all-electric kitchen display in the background. SEE AGA 
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‘ty’ Humphreys Proves That a Good Dealer Can 
Sell All Types of Installations With Success 


CONCORD, N. H.—Some commer- 
cial refrigeration dealers find success 
in concentrating on some particular 
type of application, but H. E. “Ev” 
Humphreys, Servel distributor with 
neadquarters here, has played the 
«giversified” market in his territory 
with notable success. 

Mr. Humphreys has attained suc- 
cess not only through attacking 
practically all of the many markets 
that exist for commercial refrigera- 
tion, but also by “re-selling” the 
installations which he does make— 
that is, selling them more equipment 
at a later date. 

A look into Mr. Humphrey’s 
photograph album of installations 
jemonstrates just how diversified his 
gales efforts have been. One photo- 
graph is of a job he sold the county, 
another of a fur storage plant, then 
4 20-can dairy job, next a food stor- 
age job at New Hampshire Univer- 
sity, then a candy case installation, 
then a beer cooling job. 


The album also demonstrates how 
the Servel distributor has “pyra- 
mided” his jobs, either to the same 
customer, or to someone close by. 
There is, for example, the soda 


fountain and water cooler installation 
at the “Gray House,” a roadside 
tavern. This was sold as result of 
a 1-hp. job for a milk cooler at a 
dairy farm just across the road from 
the roadhouse. 

From a farm installation in which 
he sold a %-hp. unit to handle a 
food storage cooler, prospects have 
developed which have resulted in two 
other sales. 

Stopping off at Durham, N. H. one 
day to check a refrigerated wall 
cooler installation which he had done 
for the New Hampshire University, 
Mr. Humphreys picked up a tip that 
a couple of fraternity houses were 
in need of food storage equipment, 
and an immediate visit by Mr. Hum- 
phreys to the Greek-letter houses 
resulted in some _ business. 


Williams & Co. Moves 
Cleveland Office 


CLEVELAND — Williams & Co., 
Inc., refrigeration supply jobbership, 
has moved its local office and ware- 
house to 3700 Perkins Ave. 


Suvey Forms For Every Dairy Operator In the 


Territory Lead To Increase In Machine Sales 


ATLANTA—Can a planned, sys- 
tematic sales campaign get actual 
sales results in the commercial re- 
frigeration market? 

Georgia Power Co.’s commercial 
refrigeration department proved that 
it can early this year in a special, 
intensive sales drive on dairy equip- 
ment, in which more refrigeration 
was sold for dairies in two weeks 
than the company normally sells in a 
year. 

The step-by-step procedure in- 
volved in this sales drive was a 
logical, simple attack upon one part 
of the commercial refrigeration mar- 
ket which any dealer might accom- 
plish, even though his sales force 
was much smaller than that em- 
ployed by the Georgia Power Co. 
Following were the steps taken: 

(1) In a slack season, the sales- 
men set out to call upon, in the 
course of one week, every dairy on a 
” which the management had com- 
piled. 

(2) To spur this activity and as- 
sure all prospects being contacted, 
the salesmen were divided into two 
teams of even numbers, and com- 
peted for a dinner. to be bought for 
members of the team who saw the 
most prospects. 

(3) No actual selling was at- 
tempted on this first call, the sales- 
men merely obtaining information 
about the prospect’s present equip- 
ment and his requirements, and open- 


ing the path for further sales effort. 

(4) The salesmen were then given 
sheets (as illustrated on this page) 
to put down all procurable details 
about the prospect’s business, and the 
type, age, and condition of the 
equipment he had in his plant. 

(5) Next step was to grade the 
prospects 1-2-3-4, this being their 
ranking (in the opinion of the sales- 
man who visited them) as potential 
buyers. 

(6) A mail promotion program was 
put underway immediately. The 
same promotion was not sent to the 
entire list. Prospects with the 
“No. 1” ranking were sent persona- 
lized letters, individually signed. The 
balance of the prospects received 
printed promotion. 

(7) Salesmen then made “selling”’ 
calls upon the prospects, calling upon 
those of the No. 1 and No. 2 rank 
first, and the others if they had time. 
A huge chart was placed on the office 
wall to show what calls were made 
and when, and to provide a check on 
callbacks. 

(8) For those prospects who indi- 
cated a “buying interest,” a definite 
proposal was prepared, the proposal 
specifying the type of equipment that 
the prospect should have to modern- 
ize his refrigeration plant, the cost 
of the proposed installation, and 
what it would do for the owner in 
terms of increased production and 
operating efficiency. 


eee re eee reo 
Special Dairy Canvass 
SALESMAN Tom Jones 
DRY NAME....... John Brown....... OWNER....... Ee 
POSTOFFICE....... Decatur....... ROAD....+.: Columbia....... 
REAL ESTATE OWNED BY....... Me... .akesardanedoesneinecstheeenues 
WHOLESALE OR RETAIL...... Both...... NO. COWS...... ee 


AMT. MILK PER DAY (MAX.)...30 gal.... 


TYPE OF REFRIGERATION USED. .Ammonia plant. . 


AGE... 


-.12 years...... CONDITION....Needs much work on it.... 
TYPE BOTTLE WASHER....Tub steam turbine.... | CONDITION........ 
TYPE STERILIZER....Steam....  SIZE........ CONDITION........ 
TYPE WATER SYSTEM....... Well....... MAKE....... aks 
AGE... .2 years.... CAPACITY... .300.... CONDITION........... 
SENERAL DAIRY APPEARANCE........ oc duet esinudenawieieas 
REMARKS....... Not much of a prospect....... GRADE....... Riasasad 
SEE AGAIN........ NE ETRE SI Oe TPO FTO oR ee Ae 

; ae 4 em ae 


NO. EMPLOYES. .None.. 


REFRIGERATION 
COMPRESSORS 


FOR PERK PERFORMANCE / 


One of the PAR features that appeal to dealers and ser- 
vice men is the simplicity of this powerful equipment. 
It is sturdy, with plenty of power and capacity for heavy 


loads. 


of the slow speed, large capacity type. 


rings. 


PAR compressors are crankshaft driven and are 
Pistons have three 
Cylinders are diamond-bored and honed. Remoy- 


able valve plate. Finned head and cylinders. Fan spoke, bal- 
anced flywheels. Bullseye oil gauge. Crankcase drain plug. 


Akron, Ohio 

Percy G. Hanson 

Albany, New York 

Melchior, Armstrong, 
Dessau Co. 

Atlanta, Geor 

Bowen Refrigeration 
Supplies, Inc. 

Baltimore, Maryland 

Melchior, Armstrong, 


Dessau Co. 
Birmingham, Alabama 
Refrigeration Supplies 

Distributor 
Boston, Massachusetts 
Melchior, Armstrong, 

Dessau Co. 
Brooklyn, New York 
Melchior, Armstrong, 

Dessau Co. 

Buffalo, New York 
Melchior, Armstrong, 


PAR compressor units are made in six sizes for 
They are designed for use with 


various application. 
‘“*Freon-12’’ or methyl chloride. 
high quality materials and precision workmanship. 


Davenport, Iowa 

Republic Electric Co. 

Da: Ohio 

Wi. Kiefaber Co. 

Denver, Colorado 

Refrigeration Parts & 
Supply Co. 

Detroit, Michigan 

Young Supply Co. 

Des Moines, Iowa 

Dennis Refrig. Supply Co. 

Flint, Michigan 

Shand Radio Specialties 

Ft. Worth, Texas 


McKinley Refrig. Supply Co. 


Greensboro, North Carolina 

Home Appliance Service Co. 

Harrisburg, Pennsylvania 

Melchior, Armstrong, 
Dessau Co. 

Houston, Texas 

D. C. Lingo Co. 


Dessau Co. 
Root, Neal & Company Indiana , Indiana 
edar Rapids, Iowa F. H. Langsenkamp, Inc. 
Dennis Refrigeration Jacksonville, Florida 
upply Co. The Jamita Co. 
eston, West Virginia Kansas City, Missouri 
Air Conditioning & Forslund mp & 


Refrig. Sup. Inc. 


Charlotte, North Carolina 


Henry V. Dick & Co. 
Chattanooga, Tennessee 
Pegler Machinery Co. 

oni oO, Illinois 


ti, ts) 
Merkel Brothers Co. 
Cleveland, Ohio 
Debes 


Machinery Co. 
Lexington, Kentucky 
United Service Company 
Long Beach, California 
Refrigeration Supplies 

Distributors 
Los Angee. California 
Frank Gillett Co. 
Refrigeration Supply Dist. 
Lo Ken 


& Co. S. W. H. Supply Co. 
Columbia, South Carolina Macon, Georgla 


Henry V. Dick & Co.- 
umbus, Ohio 

Refrigeration Electric 
Supply Co. 


Texas 
The ectromotive Corp. 


Lowe Electric Co. 

Madisen, Wisconsin 

Refrigeration Specialty Co. 

Memphis, Tennessee 

United Refrigerator 
Supply Co. 


SEND FOR FREE CATALOC TODAY 
See PAB LIMITS at your nearest Jobber 


Milwaukee 


Wisconsin 
Refrigeration | ane Co. 


Minneapolis, Minnes 

Refrigeration & Industrial 
Supply Co. 

Mobile, Alabama 

Harris Fixture Co. 

Montgomery, Alabama 

Teague Hardware Co. 

Nashville, Tennessee 

The Starr Co. 

Newark, New Jersey 

Melchior, Armstrong, 
Dessau Co. 

New York City, New York 

Melchior, Armstrong, 
Dessau Co. 

Norfolk, Virginia 

Noland Co. 

Oklahoma City, Oklahoma 

Mideke Supply Co. 

Oo Nebraska 

Interstate Machinery & 
Supply Co. 

Peoria, Illinois 

R. E. Thompson Co. 

Philadelphia, Pennsylvania 

Melchior, Armstrong, 


Dessau Co. 
Phoenix, Arizona 
Refrigeration Supply 
Distributors 
ee, Pennsylvania 
Melchior, Armstrong, 
Dessau Co. 


Portland, Oregon 
Refrigerative Supply, Inc. 
Raleigh, North Carolina 
Henry V. ~ & Co. 


Rochester, New York 
Melchior, Armstrong, 
Dessau Co. 
Sacramento, California 
Hinshaw Supply Co. 


All are notable for 


San Francisco, California 
California Refrigerator Co. 
Seattle, Washington 
Refrigerative Supply, Inc. 
Shreveport, Louisiana 
Interstate Electric Co. 
Sioux City, Iowa 

Dennis Refrig. Supply Co. 

South Bend, Indiana 

F. H. Langsenkamp, Inc. 
okane, Washington 
efrigeration Parts Sup. Co. 

Springfield, Dlinois 

Springfield Refrigeration 
Supply Co. 

Spemaeete, Massachusetts 
elchior, Armstrong, 
Dessau Co. 

St. Louis, Missouri 

Brass & Copper Sales Co. 

Tampa, FPlorida 

Bowen Refrigeration 
Supplies, Inc, 

Toledo, Ohio 

Heat & Power 
Engineering Co. 

pe, Oklahoma 

Machine Tool & Supply Co. 

Washington, D. C. 

Melchior, Armstrong, 
Dessau Co. 

Waterloo, Iowa 

Winterbottom Supply Co. 

Wichita Falls, Texas 

United Electric Service Co. 

Toronto, Ontario, Canada 

Railway & En {neering 
Specialties, Ltd. 

Montreal, Quebec, Canada 

Railway & oe 
Specialties, Ltd. 

Winnipeg, Manitoba, Canada 

Railway & — 
Specialties, Ltd. 


EXPORT DEPARTMENT—Melchior, Armstrong, Dessau Co.—New York City, New York 
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| Distributor - Dealer Doings 


Utility’s Prospect Hunters, Radio Plugs 
& Service Girls Up Nebraska Dealers’ Sales 


OMAHA, Neb.—To uncover pros- © 


pects, lay the sales groundwork by 
demonstration, and aid in closing the 
deal for appliance dealers, the 
Nebraska Power Co.’s_ residential 
sales department has turned loose a 
trained force of home service girls 
and salesmen who are smoothing the 
way to more dealer sales and more 
satisfied customers for electrical ap- 
pliances. 

The cooperative “bird dog’ and 
sales clincher service offered by the 
utility is backed up by extensive 
“see your dealer’ newspaper and 
billboard advertising, and a home- 
maker’s radio program that has 
enrolled more than 7,000 club mem- 
bers. The plan is to drive home in as 
many ways as possible the advan- 
tages of electrical living, and then to 
let dealers reap the profit reward by 
sales-follow-up. 


CHANGE POLICY 


It wasn’t always thus. Until five 
years ago the utility was engaged in 
an intensive dog-eat-dog competition 
with dealers in its territory. Then, 
under the direction of Mrs. Ethel 
Marsh, residential sales manager, the 
company tried turnabout as fair play. 
The increased use of electric service 


Utility Sales Head 


MRS. ETHEL MARSH 


has meant progress and profit—and 
dealers’ sales have mounted under the 
cooperative system. 


Mrs. Marsh has 75 salesmen and 
home service advisors under her 
sales wing. All the salesmen have 
been put on a straight salary to re- 
move the temptation to sneak in a 
sale that should have gone to a 
dealer. Two salesmen are employed 
as special sales advisors. They ferret 
out prospects, report them to dealers, 
and at the latter’s request will call 
on tough prospects with dealers’ 
salesmen to help them land the sales. 


CONSTANT CONTACT 


Training salesmen for diplomacy 
in dealer relations and expert knowl- 
edge of products and sales technique 
is no cinch job, Mrs. Marsh believes. 
Her force has a get-ready meeting 
every morning, as well as a series of 
sales meetings each week. There is 
only one main idea in such a set-up, 
Mrs. Marsh revealed. After sales- 
men are trained in the finer points, 
they must call on dealers, keep in 
constant contact with them, in order 
to make the plan produce. 

She takes her practice from her 
preaching and makes two or three 
dealer calls herself each week. “You 
can’t just sit in your office and know 
your dealers and know their prob- 
lems,” Mrs. Marsh emphasized. 

Window display material and sales- 
men to assist in arranging the dis- 
plays are supplied for the asking. 
Interest-heightening prize contests 
for the best window displays have 
done much to get dealers hepped up 
on attractive display window decoys. 

The utility has reasoned that it’s 
hard to help dealers who aren’t able 
to help themselves, so training classes 
for dealers’ salesmen have _ been 
started this year. Feature of this 
training are the “Firing Line” sales- 
manship film series. Instruction is 


FREON-TESTED 


ROTEST 


DUAL PURPOSE SEAL CAP ANGLE VALVE 
No. 569-5 


Designed to meet the insistent demand for a 
large seal cap angle valve with the same 
outstanding advantages as the Kerotest Bronze 
Globe Valves, this proved-in-service Kerotest 
valve serves a dual purpose where both elbows 
and valves are required, thus eliminating 


extra fittings and joints. 


Openings being equal, there is less pres- 
sure drop through this angle type valve than 
a globe valve, the direction of flow making 
one instead of two right angle turns. 


Constructed with characteristic Kerotest 
thoroughness, the body, bonnet and wing 


Wy 


against leakage. Sweat connections are an 
integral part of the valve body, eliminating 
the necessity of adapters. A non-rotating 
swivel head stem with a composition seat 
insures a positive seal and ease of operation. 
Stem seats can be easily and inexpensively 


replaced. The wing seal cap, containing a 


where. 


seal cap are made of extra heavy bronze and 
the valve Freon-pressure tested to insure 
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hollow square, may be reversed and used as 
a wrench to operate valve. 

This outstanding valve is a typical example 
of the many advanced Kerotest valve designs 
now available through Kerotest Jobbers every- 


‘Round-Up’ Time For Appliances 


Weekly radio programs “beat the drum” for dealer appliance sales jn 

Nebraska Power Co.’s territory. Miss Martha Bohlsen (above) directs 

the utility’s “Homemakers Club of the Air” which has 7,000 members 
who are enthusiatic electric living boosters. 


also given on knowledge of products, 
and dealer salesmen learn about 
electrical cooking appliances the hard 
but effective way—they learn to cook 
on the appliances they sell. 

Cooking classes for homemakers 
are conducted by the home service 
department. In these classes, the 
attending housewives don’t sit back 
and hear the lecturer tell them about 
the appliances, but actually dig in 
and learn to cook on the appliances. 
Desire to own these appliances is 
often turned into sales for dealers of 
the makes they personally select. 


HOME SERVICE WORK 


One of the most valuable links in 
this utility to dealer sales chain is 
the home service department under 
the direction of Miss Martha Bohlsen. 
The 15 girls are all graduate home 
economists and are put through 
additional training paces before they 
blossom out as full-fledged members 
of the department. 

They are trained in public speak- 
ing—they have numerous appear- 
ances in that capacity—they get a 
dose of practical psychology to ease 
their many relations with the public, 
and they must keep right up to the 
split second on all products sold by 
the utility or by the cooperating 
dealers. All have certificates as 
lighting experts. 

The home service girls work in 
territories laid out on a map. The 
territories are based on the number 
of meters in each. Each girl makes 
six or seven calls a day, mostly to 
demonstrate and explain new equip- 
ment. Such calls are made at the 
request of dealers or on a cold can- 
vass. Many housewives who have 
appliances lying around unused are 
instructed in their use. Electric 
mixers are carried around to create 
consumer desire. Roasters are also 
introduced into many homes “cold.” 
They do not attempt direct selling, 
but relay leads to dealers and they or 


utility salesmen call back to aid jp 
closing the sale. . 

The home service girls call in ty 
the office at noon and pick up specig) 
assignments. The department alg 
picks up many hot leads from th, 
Welcome Wagon Service (a servic 
to welcome newcomers to the city) 
from building reports, from mo 
companies, and from _ reports 
weddings or births. 

A series of weekly radio program; 
called the Homemakers Club of th 
Air is broadcast five times a wee 
throughout the year. The dealer cuts 
himself in for sales aids from this 
service also, for the main purpose js 
to build up dealer sales through 
greater public acceptance of electri. 
cal living. 


APPLIANCES “ON THE AIR” 


The radio programs have enter. 
tainment features, and recipes ani 
explanations of how to prepare them 
with electrical cooking appliances 
are given, as well as instruction o 
the use of electrical laundry equip. 
ment, refrigerators, and other home 
appliances. Housekeeping aids ani 
meal planning hints aim toward get- 
ting the housewife “out of the kitchen 
to the great outdoors.” 

Script for the programs is prepared 
by Miss Bohlsen herself, and she 
personally conducts the programs. 
The thousands of listeners who have 
become “members” of the club, and 
many others who are not yet men: 
bers, have responded to the promo 
tion of greater use of electrical ap- 
pliances, she claims. 

There are still some dealers, 
officials of the utility admit, who 
don’t believe that the power company 
is sincere in its efforts to promote 
business for the dealers rather than 
the company’s own shops. Howevet, 
they claim that the 99% of the 
dealers who cooperate fully is a fait 
indication that the plan is producing 
satisfying results. 


Montana Organizations 


Hear MKB Speaker 


BUTTE, Mont.—Montana Power 
Co. recently arranged four industry 
meetings in this district for employes 
of manufacturer, distributor, dealer, 
contractor, and utility organizations. 
Feature speaker at each of the meet- 
ings was Dr. George W. Allison of 
Modern Kitchen Bureau. 


Small Town Dealer Does 
Big Kitchen, Commercial Job 


KINGSTREE, S. C.—Three all- 
electric kitchens so far this year in 
this town of 5,000 people is the record 
of D. C. Brown & Co., General Elec- 
tric dealership. 

Doing a balanced sales job on com- 
mercial equipment as well, the com- 
pany recently sold two 8-foot display 
cases in one day, and landed an order 
for a 60-foot florist’s case the same 
week. All three orders were for 
cash, 


‘Village’ Appliance Store 
Opens In Texas City 


DALLAS, Tex.—The Village Appli- 
ance’ Co. has been opened here 
recently by J. A. Coffey. The store 
carries a full line of General Electric 
major and small appliances. Kitchen 
planning is one of the services 
offered by the company. 
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G-E Appoints Three In 
Southeast District 


DALLAS, Tex.— Three new 4) 
pointments have been made in the 
southeast district of General Electri¢ 
Co., with headquarters here. 

R. T. Shiels, manager of the it 
dustrial department at Dallas, has 
been selected as the assistant to the 
district manager. H. A. White, mal 
ager of the El Paso office, succeeds 
Mr. Shiels at the Dallas office. E.© 
Wise, of the general sales departme! 
at El Paso, has been named manag! 
of that office. 


Derbes Co. Appointed 
As Norge Dealer 


SHREVEPORT, La. — The Jerty 
Derbes Co. has been organized her 
under management of A. C. Mont 
gomery, formerly with Norge Appl 
ance Corp. of Shreveport, to act wth 
Norge dealership. L. R. McNeve’ 
also is associated with the fi 
which has offices at 718 Texas St. 


New Philco Dealer 
In New Orleans 


store, has been given the ex¢ 
retail franchise in New Orie 
Philco Conservador refrigerators: 
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The Just & The Unjust 


one of the fine things about work- 
ing in the refrigeration industry 
during the last decade has been the 
fact that so many first-rate men have 
found their livelihood in it. 

A man who gets around in the 
industry has the opportunity of form- 
in friendships which he wouldn’t 
exchange for any monetary consid- 
eration. 

Every once-in-a-while you run into 
some fellow who used to be in the 
pusiness but who, for some reason 
or other, left it for some other field. 
always you find him a victim of 
nostalgia. It isn’t the industry he 
earns for sO much—he may be 
making more money at what he is 
doing—but it’s the friends he used 
to see SO much. 

“How's old So-and-So doing?” 
nell ask. “And does Jim Bim still 
put on his Chinese salesman act at 
conventions ?”” 

Those of us who are in the indus- 
try, however, don’t always count our 
many blessings in the form of 
friends. Sometimes we have to be 
jarred out of complacently taking 
them for granted—jarred out of it 
py the grim fact that we’ll never see 
them again. 

And always you wonder: ‘“‘Why did 
it have to be Joe? Why did such a 


swell fellow have to go 2” 
* * * 


Association Island 


Recently this sad reflection has 
been brought home to us by the 
death of two of the swellest fellows 
who ever lived: L. D. James of St. 
Louis, and Frank Wolf of Buffalo— 
both General Electric refrigerator 
distributors. 


Back in the early, whirlwind days 
of the G-E refrigeration organization, 
the distributors used to gather each 
August on the G-E owned Associa- 
tion Island, which is up in Lake 
Ontario, There, for five or six days, 
they played hard together, argued, 
talked turkey, called a spade a 
blankety-blanked spade, and got ac- 
quainted thoroughly—extraordinarily 
thoroughly. 


They couldn’t get off the island, 
and there was nothing else for them 
to do but get acquainted. 


It was there that I first learned 
to kiow—and to admire and love— 
“Jesse” James and Frank Wolf. 
Later I was to see much of both in 
their home towns, and was in Cuba 
with Wolf and his family. 


The more I saw of each, the more 
I learned to respect their judgment 
and value their friendship. To a 
youngster trying to find what in the 
World it was all about, their advice, 
counsel, and inside information was 
4 real help. 

* * * 


Marked Men 


Both were marked men in those 

Association Island camp meetings 
‘and that gang was loaded with 
outstanding personalities). 


Frank Wolf was the Garner of the 
stoup, and “Jesse” James, in a way, 
was the Roosevelt. 


James had a flashing smile, a fine 
‘aking voice, made friends with 
1 tybody, had the consuming pub- 
“cs interests at heart, spoke up in 
behalf of the “downtrodden” dealers, 
and was always coming up with a 
new idea. He was on his feet a good 
(eal of the time in the morning 
Sessions, and nobody begrudged him 
‘minute of the time he took. 


Wolf, on the other hand, rarely 
ybened his trap. But in committees 
“© Was a power. He was a behind- 
“e-Scenes worker. And when, at 
ngthy last, he did say a word or 
‘Wo, it was respected. Why? Be- 
‘use Frank always turned up with 
* Profit at the end of the year. 


S. G-E’s worst year there were 
y two distributorships that made 


money. Frank Wolf’s was one of 
them, 
* * * 

Front Page News 
oe had been a_ prominent 
* alo Politician. He was _ well- 
hen in almost every stratum of 

alo life. And, although quiet and 


PERSONALITIES 


By George F. Taubeneck 


one of 


unostentatious, he was 
Buffalo’s leading citizens. Three 
years ago his near death was 
front-page news in Buffalo for days. 


That was in August, 1936, when 
his life was saved by a dramatic 
airplane flight, after he had been 
stricken with a heart ailment. 


The attack occurred while he was 
on a fishing trip at his Red Chuck 
Lake Lodge in the Lake of Bays 
region of northern Ontario. Guides 
carried him eight miles through the 
woods on a stretcher. 


At Dorcet, Ontario, he was placed 
aboard a plane and flown to Fort 
Erie where an ambulance waited to 
rush him to General Hospital in 
Buffalo, where he eventually re- 
covered. 

* * & 


Pullman Conductor 


Born in Buffalo, Jan. 23, 1882, the 
son of William F. and Catherine Fink 
Wolf, he was educated in the public 
schools, St. Louis School, and old 
St. Joseph’s College. 


His first real job was with the 
Pennsylvania Railroad where he 
started as a messenger boy. He 
transferred his services to the Erie 
Railroad, was advanced to various 
positions and became a Pullman 
conductor, remaining in that capacity 
14 years. 

While on duty as a conductor he 
met an Official of the National Lamp 
Works, General Electric plant in 
Buffalo. Offered a position as pur- 
chasing agent for the National Lamp 
Works, he accepted. 


In 1927 he organized his own 
electrical appliance business. 
* * * 


Up From Politics 


A lifelong friend of former Mayor 
Frank X. Schwab, he was active in 
Schwab’s Republican campaigns, and 
became a member of the Schwab 
advisory committee in 1922. 

He was appointed city treasurer 
in 1926, succeeding Isaac N. Stewart, 
and continued in this position until 
the end of the Schwab regime. 


Mr. Wolf married Miss Orphra 
Louise Wilson of Ridgeway, Ontario, 
in 1908. He leaves Mrs. Wolf and 
their children, Mrs. William H. Self 
of Pittsburgh, Mrs. Joseph Ward of 
Buffalo, and Jean Elizabeth of 
Buffalo. 

He was a member of the Buffalo 
Club, Elks, Orioles, Buffalo Trap & 
Field Club, Automobile Club of 
Buffalo, and the Humboldt Club. 


When he died May 6, he was but 
57 years of age. His death is a real 
loss to the industry. 

* * * 


James Only 42 


Mr. James died June 7, after hav- 
ing suffered internal injuries when 
he fell while taking a shower bath 
about six months ago. 

An operation performed last Febru- 
ary to relieve the injuries was 
followed by complications which 
caused his death. He was 42 years 
old. Surviving are his wife, a son, 
and a daughter. 

A graduate of Notre Dame Univer- 
sity, Mr. James was head of an auto- 
mobile finance company in Kansas 
City before founding his firm in St. 
Louis in 1928. 

Coming to St. Louis to take over 
the distribution of General Electric 
refrigerators, ‘“‘Jesse’’ cancelled all 
fragments of the existing dealer 
set-up, and built his own organiza- 


tion from a fresh start. 
* * * 


Using the Phone 


He opened display points at 
vantage places all through the city, 
and began to build what became one 
of the strongest and best-trained of 
the G-E distributorship retail divi- 
sions. 

To gain rapid coverage in the out- 
state areas “Jesse’’ employed his 
usual resourcefulness by resorting to 
long-distance phone calls. 

First he called bankers for recom- 
mended outlets in their towns. Then 
he called their selections of prospec- 
tive dealers. 


In opening conversations with 
: Ps Aeies. 3 amy a ms eS 
se wes x 7 a ip 


these merchants, Mr. James passed 
the time of the day, talked crops and 
business conditions until he received 
the nervous reminder, “Do you know 


hard. He had no interest in clubs, 
organized amusements, golf, or 
bridge, but preferred to get out in 
the open, on the Lake of the Ozarks 


Radio Show Built Around 
Refrigeration Facts Has 


this is a long distance call? It’s | every week-end during the summer 
running into money!” or to hunt in the winter. 
“Jesse” would answer: ‘Don’t He apparently was without strain Laundry Coal Sponsors 


worry I’m paying the bill, and I’ve 
got something important to talk over 
with you.” 

Then he would bring up the matter 
of a G-E franchise, closing a large 
percentage from the one call, and 
gaining coverage more rapidly and 
more economically than would have 
been possible by personal visits. 


* * 


Led Parade 


After headquartering in a down- 
town office building for five years, 
Mr. James foresaw the trend of the 
appliance business and against the 
advice of many standpatters moved 
the offices of his firm to a beautiful 
new building which he designed for 
a location on Lindell Blvd.—the show 
street of St. Louis. 


Since that time numerous other 
firms have followed his lead in locat- 
ing in the semi-residential district 
instead of the crowded limited office 
building section. 


*- * * 


No Pretensions 


His capacity for making staunch 
friends was known throughout the 
entire state. 


or worry at any time and loved to 
join wholeheartedly in the skits used 
by James & Co. in starting off sales 
contests—a _ participation usually 
without semblance of dignity but 
overflowing with good humor. 

He lived a short life but a full one, 
and he will long be remembered in 
this industry for his rare ability to 
enjoy the companionship of people. 


Appliance Sales Way Up 


In San Francisco Area 


(Concluded from Page 1, Column 1) 
below their 1938 total for the month, 
were well ahead in the six months’ 
total, 796 units against 558. 


Sales of vacuum cleaners for the 
half-year were 9,293 units, as com- 
pared with 6,442 last year; for June 
only, sales amounted to 1,746 units, 
against 1,058 in 1938. Electric range 
sales were far below comparable 1938 
totals, half-year sales being 60 units, 
against 83 last year, and June sales 
being only six units, compared with 
21 last year. 


Following is a comparison of sales 
for the first six months of the year: 


ST. LOUIS—“Cold Facts,” a radio 
program dealing with unusual facts 
about refrigeration and cooling equip- 
ment, has hit the local air waves and 
is billed as “the coolest, most re- 
freshing program on the air.” 


Listeners are invited to submit un- 
usual facts, backed by authenticated 
proof, and the factual matter is 
lightened by stories and expressions 
about matters dealing with refrigera- 
tion. Several musical interludes run 
through the 15-minute program. 


Station officials revealed that the 
reason behind this type of program 
is that the listening audience is daily 
associated with refrigeration in the 
home and such a piece of domestic 
equipment and its operation is of 
continual interest, and the program 
has many bidders for sponsorship. 

Strangely enough, the co-sponsors 
for this refrigeration program are a 
laundry and a coal company. 


Nebraska Range Drive Sells 
110 Units In Two Months 


OMAHA, Neb.—Cooperative elec- 
tric range sales drive conducted by 
dealers and Nebraska Power Co. 


1939 1938 
No finer evidence can be produced resulted in more sales during May 
than the number of dealers, repre- Refrigerators ...... 6,264 4,830 and June of this year than in the 
sentatives and associates whose con- Washers ........++- 3,973 3,266 first six months of 1938. Total for 
nections with James & Co. go back TFONETS .-+ esses ees 796 558 the two months this year was 110, 
‘* errs err 24,651 20,868 
eight, nine, and 10 years. Ceciee eeamere.... one 6.442 as compared to 80 for the first six 
L. D. worked hard and he played Ranges ..........+++ 60 83 months of last year. 


— Century Motor Specialization = =s-_—> 
+ Correctly Engineered Application 


f 


START QUIETLY... no 
operating noise. 


fort must be quiet comfort. 


as single phase. 


tinuous operation without attention. 


LOW STARTING CURRENT ... where starting 
current limitations are a problem, Century type 


x / ce 
Just a Few CENTURY MOTOR” 
Features to Think About 


or grunts at 
starting that can be more disturbing than 


RUN QUIETLY .. . true air conditioning com- 


FOR HARD TO START LOADS... ability to ; 
start and bring the modern compressor up to 
speed without overmotoring the running load. 
Also you can use the same size polyphase motor 


THERMAL OVERLOAD BUILT-IN PROTEC- 
. TION... at very low cost. Most fractional sizes 
available. Listed by Underwriters. Protects 
against over current and over temperature. Do 
not fail to investigate this simple, effective, 
Century built-in automatic overload protection. 


EXTRA PROTECTION FOR DAMP BASE- 
Century's new insulation resists 
| moisture, therefore gives added safety assur- 
- ance in the presence of extreme dampness. 


_ LONG LIFE CONSTRUCTION .. . large bear- 
| ings machined from phosphor bronze castings 
_ provide greater safety factor to abnormal belt 
| tension stress. Unique bearing bumpers prevent 
' annoying vibration from V-belt irregularity. 
| Century wool yarn systern of lubrication (frac- 
tional sizes) lubricates for at least a year of con- 


the application. 


RS Repulsion Start Induction Motors for single 


phase and type AS Auto- 
' matic Start for polyphase 
| veduce light flicker and 
give better results when 
lines are heavily loaded. 
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OT THE LEAST important factor contributing to “top” air 

conditioning performance is the ability to match the 
correct operating characteristics of the electric motor to the 
character and surroundings of the driven machine. 


Let Century help you apply electric motors under this 
principle and you will get an ‘agreeably improved” air 
conditioning performance, and make more friendly satis- 
fied customers for your equipment. 


Century can back up this promise for these reasons: 
(1) Century specializes in the motor business. 


(2) Century motors established their reputation driving blowers 
—fans—pumps—refrigerator compressors—unit heaters— 
unit coolers—oil burners—stokers—long before the com- 
bination of these units were called air conditioning. 


(3) The great variety of types and most comple‘s line allow a 
flexibility of selection, making it easy to correctly match 


The success of your business and your profits depend 
upon the satisfactory performance of air conditioning 
equipment you sell, specify or install. For many years 
Century has studied the problem of correct motor applica- 
tion in the air conditioning field. The extensive experience 
of Century engineers is always available to you. Get in 
touch with the nearest Century Motor Specialist today — 
you'll find his counsel helpful and valuable. 


CENTURY ELECTRIC COMPANY 


ST. LOUIS, MO. 


Offices and Stock Points in Principal Cities 


MOTORS = 
One of the Largest Exclusive Motor Manufacturers in the World 
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Is Financing 
War Coming? 


INANCE men occupied with 

discounting time payment paper 
in the household refrigeration 
industry express themselves as 
being gravely concerned over the 
possibility that a “terms war” 
(competitive lengthening of the 
terms on which refrigerators may 


’ be purchased) may be in the 


offing. 


As told in the July 26 issue of 
AIR CONDITIONING & REFRIGERA- 
TION NEws, it appears that “the 
lid is off’? on former schedules 
which had a top limit of 30 
months. 


Westinghouse, in a recent bul- 
letin, announced that C.LT. 
(Commercial Investment Trust) 
would extend the limit on time 
payment contracts to 36 months. 
C.I1.T. officials, when questioned, 
declared that it was a “policy of 
making exceptions.” 


Terms Up To 36 Months 
‘To Meet Competition’ 


“Here and there,” they declared, 
“where warranted to meet com- 
petition, terms up to 36 months 
will be granted.” 


Shortly afterward, Kelvinator’s 
ReDisCo “met the competition” 
by issuing a supplementary de- 
ferred payment chart which ex- 
tends terms on refrigerator sales 
up to 36 months, if the down 
payment is not less than 10% of 
the cash installed price. 


On sales restricted to 30 months’ 
time, ReDisCo will accept con- 
tracts showing only a 5% down 
payment, and on 24 months’ 
contracts will take paper with no 
down payment whatsoever. 


Exceptions May Become Rule; 
After That, the Deluge 


On the face of it, 36-month 
terms wouldn’t appear to be 
dangerous, especially if granted 
only in “exceptional” cases. But 
who is to determine the “excep- 
tions?” And if they are to be 
granted “to meet competition,” 
won’t the exceptions soon become 
the rule? And after that, what? 


When everyone is doing it, new 


advantages will be sough: in the ' 


ra? = ose Ny re 31h EE. NOSES: 


form of granting longer terms, if 
experience is any criterion. 


After publication of the article 
on the extension of terms in the 
last issue of the NEws, the editors 
obtained new information which 
sheds some light on the back- 
ground of these moves by the 
finance company chess players. 
According to unimpeachable 
sources, the following brief outline 
relates the chronology leading up 
to the present situation: 


Background of Moves 
Behind Present Selection 


In September of 1937 the lead- 
ing finance companies handling 
refrigerator paper agreed to limit 
terms to 30 months. At that 
time GMAC (General Motors 
Acceptance Corp.), which handles 
Frigidaire paper, served notice 
that they would make occasional 
exceptions. 


GMAC maintained this policy 
up until the current _ season, 
making “exceptions” so seldom 
that no friction was caused or 
protests heard. 


In the spring of 1939, however, 
GMAC informed the other finance 
companies that 36 months’ terms 
would be granted on the Frigidaire 
6-cu. ft. ‘‘Leader” box, which was 
being offered as competition to 
Sears-Roebuck. Almost immedi- 
ately General Electric Contracts 
Purchase Corp. followed with a 
similar offer on the G-E “stripped” 
6-cu. ft. refrigerator. 


Commercial Credit Co. and 
C.I.T. then attempted to persuade 
GMAC and General Electric Con- 
tracts Purchase Corp. to abandon 
this plan. The G-E_ concern 
agreed to withdraw it if GMAC 
would. GMAC then offered to 
withdraw the plan and put the 
6-cu. ft. ‘Leader’ on the “excep- 
tion” list. 


This led to the adoption of the 
“exception” idea by Westinghouse 
(C.1.T.) and Kelvinator (ReDis- 
Co.). 


Longer Terms: How They 
Affect the Dealer 


From the dealer’s standpoint, 
longer terms work two ways. 
They work in his favor when they 
enable him to make sales to 
families whose incomes—so they 
believe—do not permit the extra 
dimes monthly which payments 
on a 30 months’ schedule require. 


They work against him when 
they cause more_ repossessions, 
and tie up his credit longer. 
Some dealers also make the point 
that the longer a customer waits 
to pay off on his refrigerator, 
the longer he is out of the market 
for another appliance. 


Satisfied Customers Good 
Prospects For More Sales 


This latter argument seems to 
carry considerable conviction. 
Numbers of dealers have told 


NEws roving reporters this year | 


that they are making real profits | 
from the sale of ranges, stokers, 


and laundry equipment to homes 


where they had previously in- | 
stalled refrigerators. 
These homes represent  cus- 


tomers whose sales resistance has 
already been partly broken down. 
The refrigerator has given them 
excellent service, and is a con- 
stant source of pride. Friendly 
relations have been established 
with the dealer. So he can then 
return with another appliance and 
get the order with comparatively | 
low selling cost. 


Expensive direct mail and other | 
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They'll Do It Every Time . . . 


By Jimmie Hatlo 
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SRS INE GOT A MIGHTY 
(€ >A SWEET PROPOSITION 


WELL! WELL! BROWNIE , 
OLD BON, HOW ARE YOU ? 
HOW'S THE WIFE ? HOW'S 
“THE KIDS ? HOW'S AUNT 
EFFIE'S LUMBAGO? NOW, 
LISTEN,HERMAN, I™ NOT 
GOING “TO TAKE MUCH 
OF NOUR TiME, BUT 


HERE 


—___ 


promotion which the dealer would 
have to use on “cold” prospects 
can be dispensed with in dealing 
with satisfied customers. How- 
ever, if they are still making 
payments on the refrigerator, he 
must wait awhile to bring around 
the new pride-and-joy. 


Shorter Terms Should 
Build Consumer Goodwill 


From the standpoint of keeping 
customer goodwill, shorter terms 
are praiseworthy. A_ contract 
with an unpaid balance of $150, 
for example, will pay out in 30 
months at the rate of $6 per 
month. These payments can be 
reduced only 85 cents per month 
by stretching the contract to 36 
months. Furthermore, this longer 
contract increases the financing 
charge approximately 18%. 


Shorter terms also result in a 
more rapid accumulation of equity 
for the dealer’s protection on 
repossessions, which result more 
often from economic causes than 
from unsound credit. 


‘About Due For Good Drunk,’ 
Says Finance Official 


All this reasoning, of course, is 
based on the idea that 36 months 
will be the limit for time payments 
on refrigerators. But, now that 
“the lid is off,” no one can be 
sure that 36 months will be the 
ceiling. Two eastern utilities, for 
example, are now offering five 
years to pay. 


As one finance company official 
expresses it: “‘We’re about due for 
a good drunk, and maybe this is 
it. But man, oh, man, will there 
be remorse when we sober up!” 
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LETTERS 


You're Right, George, 
Engineers Are O.K. 


8732 E. Pine 
Brentwood, Mo. 
July 20, 1939 
Editor: 


You don’t know me form Adam, but 
I know you or at least as much of you 
as one can get from a fairly loyal 
following of “THe REFRIGERATION News” 
for at least five years. The improve- 
ment in the “News” and ye Editor’s 
photography have been about parallel. 

The reason for this missile is your 
crack in the July 5th number about 
the Engineers knowing Formulas: 


(by rights this should be formulae but 
let that go). Well I happen to be a 
Detroiter and an Engineer and am I 
ever burned up over such trash in 
your column, because after all if Sales 
men knew so damn much they could 
either sell the Engineers on this 
wonderfull idea or the Customers. 
Laying it all at the door of the poor 
defenceless Engineer is to say the 
least poor sportsmanship and an ad- 
mission that Salesmen dont know it 
all either. Though they may have all 
the answers. 

Your round the world letters and 
pictures were O.K. especially the 
pictures. We wish the “News” luck 
and also Ye Editor, his column and 
his Leica or is it a Contax, I do the 
best I can with a Foth, but no more 
nasty cracks at the Engineers, the 
poor dears. Now will you. 

GeorGcE E. SELDON 


Newark Dealership 


Seeks Franchises 


Appliance Mart 
23-25 Sussex Ave. 
Newark, N. J. 
Editor: 

We are seeking franchises as manu- 
facturer’s agents for several major 
appliance lines, such as low priced 
refrigerators, washers, ranges, space 
heaters, radio, etc. 

Our plant is centrally located in the 
heart of the Newark wholesale dis- 
trict, and we have adequate facilities 
(over 7,000 sq. ft. floor space, ground 
level, under one roof) for display, 
warehousing, service, and delivery. 

The writer is personally well ac- 
quainted with the trade and condi- 
tions in the entire northern New 
Jersey territory, (12 years of sales 
and promotional contact) and we are 
prepared to establish complete cover- 
age for any products we become 
associated with. 

If you are in a position to place us 
in contact with any manufacturers in 
need of representation in our area, we 
shall appreciate your interest. 

A. P. HUMMERS, Pres. 


Commercial Market 
Awakening In India 


The Rawalpindi Electric Power 
Co., Ltd. 
P. O. Box No. 22 
Rawalpindi, India 
Editor: 

We are interested in developing air 
conditioning and refrigeration in our 
Licensed Areas of Rawalpindi, Jhelum 
and Abbottabad, all in Northern 
India. 

Our particular interest is in house- 
hold refrigeration, which we are glad 
to say we have largely developed here 
during the past few years and the 
machines marketed by us particular- 
ly are Frigidaires and H.M.V.’s, al- 
though in the public interest, we do 
not confine ourselves to any particu- 
lar make, generally leaving it to the 
customer’s choice, but giving the bene- 
fit of our expert advice as to the 
quality of the production. 

Small commercial jobs are also in- 
teresting and there is an awakening 
interest in these productions on the 
part of local traders and hotels. 

We shall therefore welcome any 
news you think may be of value to us. 

R. Gorpon HELLABy, Commercial 
Assistant for Chief Engineer & 


General Manager. 
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Joe Askin Says You 
Can Drown In CO, 


Fedders Mfg. Co., Inc. 
Buffalo, N. Y. 
Editor: 

I read with interest the “attractiy’ 
article in the upper left-hand core 
of page 11 of the July 19 issue of 
your worthy paper and noted the ney 
air-conditioning system for autom 
biles. 

I wish to take this opportunity t 
warn your readers that if they clo 
all the windows and ventilator ¢ 
their car there is likely to be dange 
from “drowning” in an atmosphere o! 
carbon dioxide gas, literally speaking 

J. ASKIN, 
Chief Engineer 


Dept. of Labor Gives 
Cold Answer 


U. S. Department of Labor 
Immigration and Naturalization 
Service 
Washington 
July 21, 1939 
Editor: 

Reference is made to your letter i 
June 10, 1939, to the Secretary @ 
Labor, concerning the desire 
Alfred Reichsfeld of Vienna, Germatj 
to come to the United States. 

In reply you are advised that thi 
Department will have no jurisdicti0t 
in Mr. Reichsfeld’s case until su 
time as he arrives at a United State 
port of entry and applies for admit 
sion. American consuls, who are Itt 
resentatives of the Department @ 
State, are authorized by law to isslt 
or refuse immigration visas. 1 
enclosed pamphlet may be of interes 
Epw. J. SHAUGHNESSY, 
Deputy Commissione 


From Paradise . . . 


383 Kilauea Ave. 
Hilo, Hawaii, U. S. A. 


Sirs: 

Please send me C.O.D. one copy’ 
“Household Refrigerator Specili 
tions Issue,” Mar. 29, and 


Manual C-1, “Master Service Man 
Commercial Refrigeration,” and + 
rectory D-6, “1939 Refrigeration ® 
Air Conditioning Directory. 

I promise to pay the mailman wh 
ever you charge for these th 
pamphlets. If in case you cant 
offer me these copies, please advise’ 
return mail how I can get these 
am enclosing a self-addressed stam 
envelope for your convenience. 

I do commission selling and reP*’ 
ing and find your books very inter 


ing and valuable. 
S, Ian 


Reading In Reading 


298 Woburn St. 
Reading, Mass. 


Sirs: il 
Please send me full particu 


regarding your weekly newspar 
Ai ConpiTioniInc & Rerricer®® 
NEws. 


I am now reading your Manual “ 
A-1, Air Conditioning Made Easy" 
have found it very interesting as 
as instructive. 


CHartes J. Muus 
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Economic Liberty—A Responsibility 
Of the Business Press 


A STUDENT’S VIEW OF AMERICAN INDUSTRY 


Editor’s Note—Following are excerpts from one of the 
prize-winning essays in a contest conducted at the University of 
Wisconsin by the Associated Business Papers, Inc., of which 
AiR CONDITIONING & REFRIGERATION NEws is a member. 

The essays were on “The Economic Function of the Business 
press.” This one received fifth prize. 


By Mary Byers 


qt is the habit of such speakers 

to refer to the Press as_ the 

ardian of our sacred liberties. 
Freedom of speech, of assembly, the 
right to vote—those liberties guar- 
anteed to the private citizen in the 
pill of Rights—these are the causes 
for which the popular press does 
pattle. 

By far the more important liber- 
ties, in any political system, however, 
are the economic ones. The laws 
which guarantee to a man the right 
to earn his own living in his own 
way are SO basic to democracy that 
his right to get together and talk 
about it is secondary. The ability of 
a nation’s business to make its own 
decisions and reap its own profits 


EDITOR SEES PROBLEMS 
OBJECTIVELY 


But the business paper editor, 
-unhampered by production detail, but 
vigorously interested in the subject, 
stands apart from his field, and 
sees it with a clear eye. As he is 
close to its heart, he can explain it 
to others; as he is removed from its 
headaches, he can lead his industry 
from the maze of its own self- 
interest. 

To keep goods moving; to keep the 
standards of business high: these are 
the economic functions of the busi- 
ness press. And to these basic 
functions one might add a third, the 
problem of keeping free enterprise 
intact. 


THE COLD 
CANVASS 


By B. T. Umor 
Washing Away Sin 


Civic pride takes some mighty 
funny twists. Used to be that lead- 
ing citizens would insist on cluttering 
up public parks with marble atrocities 
depicting “Liberty-at-Bay’—or some 
such. No more. A grand jury fore- 
man down in Clayton, Mo. felt a 
tinge of municipal magnanimity, 
looked over the county jail, and 
donated a’ washing machine. 


Sandy & Mayor Rossi 
Extend the Key 


California Refrigerator Co. 
San Francisco, Calif. 
July 24, 1939 


Dear B. T. Umor: 


AIR CONDITIONING & REFRIGERATION 
NEWS of July 19 tells how you admit 
that you have not attended the 
Golden Gate International Exposition 
at San Francisco and I believe there 
is another world’s fair some place in 
the world and you also say you have 
not been there. 


For one as bright as you are to 
remain away this long from the most 


or twice every month during his 
entire career. He found so many in- 
teresting things and so many interest- 
ing people in California to write 
about that he had to spend so much 
time here. 


The key to our home is hanging out 
for you and my friend, Mayor Rossi, 
has just given me the key to the 
city for your use while you are here. 
Please wire when we may expect you. 

CLARENCE F. (SANDY) PRATT, 
President 


77> * 


Barking Up the Right Tree 


Sometimes it pays to go to the 
dogs—at least two refrigerator sales- 
men in the Knoxville, Tenn. store of 
Sterchi Bros. have found that profit 
deals followed a run-in with canines. 


Dave Rogers, one of the boys who 
“put on the dog” for business, was 
ankling along on a cold canvass tour 
when a tiny pup dashed out and 
proceeded to take a sample of Dave’s 
leg epidermis. Slightly chagrined— 
and limping noticeably—Dave tracked 
the carniverous beast to its owner, 
kept cool, talked cooling to her, and 
walked off with a refrigerator order 
to make the bite a nip in time. 


Mention of “birddog’”’ means fight 
to most salesmen, but T. W. Barton, 


one of Sterchi’s star sales performers, 
and a game as well as prospect 
hunter, is the proud new owner of 
two birddog puppies as the result of 
a trade with a rural refrigerator 
prospect. 

Mr. Barton had an ancient gold 
timepiece that had run out “19 of its 
20-year guarantee.” The birddog 
Owner was so smitten with the 
glittering but aging watch that he 
“traded even” for the valuable pups. 
Now Barton is going back and see 
if he can sell a refrigerator ‘‘on time.” 


So next time you’re accused of 
“going to. the dogs,” don’t start 
swinging—you may start selling. 

* * * 


Attractive Windows 


R. H. Rehmeyer, G-E dealer at 
York, Pa., was right proud of his 
display windows, all decked out in 
the latest electrical appliances. He 
lighted them up and remarked to 
himself, ‘‘They’re what I call attrac- 
tive windows.” 


So attractive were the windows 
that a motorist who happened to be 
driving by craned his neck for a 
look-see at the display, and first 
thing he knew he was part of it— 
having passed through the plate glass 
window en route. 
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AIR CONDITIONING & REFRIGERATION NEWS, 


AUGUST 2, 1939 


Service Men's Problems 
€ 


Has He Wasted His Time 
Preparing For Air Conditioning? 
A Man With Much Practical Experience, Plus 


Extensive Specialized Study, Seeks Opening 
At a Modest Wage 


LETTER 


21 Linden Ave. 
North Plainfield, N. J. 
July 22, 1939 


Dear Sir: 

The letter from Ralph Link that 
you published in this week’s issue 
and letters from others regarding 
opportunities in the industry, gives 
me courage to write you of my 
experience in trying to locate myself 
in this field. 


The Performance 
of Virginia gasses 
justifies the extra- 


rigid control under 
which they are 


VIRGINIA SMELTING 
COMPANY 


WEST NORFOLK, VIRGINIA 


To start off, I am 35 years old, 
married; two years high school; 
electrical course, American School in 
Chicago 10 years ago; course in air 
conditioning and refrigeration by 
extension study with Chicago Techni- 
cal College and last year a resident 
course in refrigeration servicing at 
the West Side Y.M.C.A. School in 
New York City, L. K. Wright, M.E., 
instructor. 


In addition I have been a consist- 
ant purchaser and have studied prac- 
tically everything that I could obtain 
on air conditioning and refrigeration 
during the past five years, including 
F. O. Jordan’s Air Conditioning 
Series and Mr. Newcum’s Refrigera- 
tion Manuals. I have really been 
interested in the subject and have 
studied and visited many installa- 
tions. 


In addition to my studies, my 
varied experience includes 18 months 
with an electrical supplies manufac- 
turer and servicing work in addition 
to work in the factory on drill presses 
and varied assembling duties. Have 
two years’ experience in the plumb- 
ing and heating business, where I 
actually had the opportunity to learn 
something of the practical end of 
this business, as well as the technical. 
In addition to this I have had over 
five years’ experience in a general 
mechanical position in a large insti- 
tution where I have done just about 
everything in the mechanical line, 
pertaining to building. 

My training in the courses that I 
have studied has given me a good 
technical knowledge of air condition- 
ing including its heating, ventilation, 
and cooling angles, calculations, etc. 
This, coupled with my practical 
training in the heating trade, gives 
me a fair idea of ‘what it’s all 
about.” 


My refrigeration training, plus 
what small amount of practical ex- 
perience I’ve been able to pick up 
on the side here in my home town, 
plus the practical end in school and 
my previous electrical study and 
training, gives me some knowledge 
of that end of the industry. 


Now, believe it or not, I have 
written so many letters to various 
manufacturers and dealers, applying 
for any type of position where I 
could build up on my technical train- 
ing with more practical knowledge 
and be of some value. I have prac- 
tically offered to work for almost 
nothing to get a start in the business, 
in the servicing end. 

I have offered to work in the 
factory assembling or anything else, 
waiting for an opportunity to get in 
the service department or any other 
department where my prospective 
employer would feel I was of most 
value to him. I am not exactly a 
green horn as far as factory work 
is concerned and I have had consid- 
erable experience that should be of 
some value in this business in some 
department. 

At least I could of handled an 
assembling job until such time as 
an increase in business would call 
for more help in the servicing and 
installation departments. But, ex- 
cept for a few replies that have 
acknowledged my letter and stating 
that in the event they needed any 
help they would let me know, I 
haven’t found a job yet. 

I am beginning to wonder many 
things. Is 35 years old, a hopeless 
age, depression notwithstanding? Is 
married and still 35 also hopeless, 
even when I’ve explained that finan- 
cially I was able to work for a low 
wage until I proved myself of some 
value? Or, haven’t I the right train- 
ing and isn’t my kind of experience 
of any value? Or, are the much- 
talked-about opportunities in the 
great field of Air Conditioning & 
Refrigeration, just non-existent? 
Have I wasted the past five years 
of almost every minute of spare time 
study, day school study, and visits 
to many installations, talks, etc., or 
has it just been a merry dream? I 
wish you could tell me, for I don’t 
know. 

Yours very sincerely, 
O. A. FUSCH 

Answer: The problem which you 
have presented is probably similar 
in many respects to that of ‘numerous 
other men, and I am tempted to 
undertake the task of writing an 
article, or perhaps a series of articles, 
on the subject. 

The same thought has occurred on 
several occasions as the result of 
letters from men of various ages in 
different parts of the country who 
have sought advice regarding jobs, 
also as a result of interviews with 
applicants in my office. 

Personally, I have a keen interest 
in young men with mechanical in- 
clinations who want to find a place 
for themselves in the refrigeration 
and air-conditioning fields. In my 
own experience I have encountered 
many of the problems which they 
describe, and have a sympathetic 
understanding of their viewpoint in 
many cases. 

However, any discussion of the 
subject involves so many angles that 
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it is difficult to get anywhere, or 
offer any suggestions of practical 
value, without going into a great 
many details which affect an in- 
dividual’s progress and his oppor- 
tunities for advancement. 

One of the difficulties is that when 
older people attempt to advise 
younger ones there is a consciousness 
of the difference in the conditions 
now, compared with those of former 
years. There is likely to be a feeling 
that the methods which worked out 
successfully in times past are no 
longer applicable. On the other hand, 
it does appear that many simple 
rules and fundamental principles are 
no longer being taught, and that 
business men generally have resigned 
from the job of guiding and teaching 
the younger generation. 

One of the obvious reasons is that 
business men have been laboring 
under the pressure and accusations 
of political leaders. Broadly speak- 
ing, business men feel that they are 
no longer held in respect. Govern- 
ment officials, educators, social serv- 
ice workers, writers, and others have 
been constantly preaching that busi- 
ness methods are wrong. 

In truth, there have been adequate 
grounds for many of their charges, 
but the substitute methods and 
theories have, all too often, proved 
to be entirely unworkable. But re- 
gardless of the pros and cons of that 
question, the situation may explain 
one of the reasons why manufac- 
turers, and others to whom you may 
have looked for help or advice have 
not seemed to be sufficiently inter- 
ested in your problem. 

From your letter it would appear 
that you have had good practical 
experience and it is evident that you 
have made a serious and determined 
effort to learn about refrigeration 
and air conditioning. Furthermore, 
you have stated your willingness to 
accept modest wages and work at 
any job which will give you a start 
in your chosen field. With those 
qualifications, and such reasonable 
demands, it seems fair to say that 
you should be able to get a job if 
there are any jobs available. 

Now the fact is that the household 
refrigeration industry in general has 
recently passed through the poorest 
year it has experienced in a dozen 
years. There was a very pro- 
nounced contraction in manufacturing 
activity during 1938. 

While sales figures so far this year 
show great improvement, the prog- 
ress has merely taken up the slack 
in productive capacity. The present 
activity represents ‘expansion’ com- 
pared with 1938, but the chances are 
that most concerns in the industry 
still have a waiting list of applicants, 
possibly former employes. 

The air-conditioning business was 
very disappointing last year and up 
until the recent hot wave (in the 
northeastern states) there was noth- 
ing very encouraging in the prospects 
for this year. Air conditioning simply 
has not developed as rapidly as ex- 
pected. If you have read the editor- 
ials (also the recent series of full- 
page advertisements) in the NEws, 
it should be clear that something 
needs to be done to stimulate the 
air-conditioning business. 

So, we might as well face the fact 
that the ‘“much-talked-about oppor- 
tunities in the great new field of air 
conditioning” have not come up to 
expectations; although it is fair to 
say that the progress has simply 
been delayed. 

In other words, your inability to 
get a job at this time does not 
necessarily mean that there is any- 
thing seriously wrong with you or 
your prospects for the future. You 
happened to hit a ‘valley’ in the 
industry curve. 

You will be interested in another 
letter which will be published next 
week. It comes from a man whose 
age, training, and experience are 
similar to yours. He also comments 
on Mr. Link’s letter in the July 19 
issue and questions the future of 
this industry. 

In answer to him, and as a con- 
tinuation of my discussion with you, 
I will try to offer a few constructive 
suggestions.—_F. M. COCKRELL, Pub- 
lisher. 


Beverage and Water 
Cooler Sales Gain 


(Concluded from Page 1, Column 5) 
against 2,247 last year; and pressure. 
type cooler shipments totaled 10,499 
units, against 8,633 last year. Ship. 
ments of ice cream cabinets amounteg 
to 24,211 units, compared with 22.513 
last year; and beverage cooler ship. 
ments this year were 24,902 units 
against 29,359 for the corresponding 
1938 period. 

Shipments of commercial condens. 
ing units totaled 58,979 units during 
the year’s first six months, as com. 
pared with 52,575 in 1938. Commer. 
cial evaporator shipments this year 
were 20,557 units, against 22,519 
last year. 

June commercial shipments ex. 
ceeded 1938 totals for that month in 
practically all classifications. Pres. 
sure water coolers showed 2,88 
units, against 2,271 last year; ice 
cream cabinets 4,694 units, against 
3,605; beverage coolers 4,597 units, 
against 3,670; and commercial con- 
densing units 11,570, against 9,539. 
Shipments of milk coolers and com- 
mercial evaporators, however, were 
higher in June of last year, figures 
showing 135 coolers in 1938 against 
20 this year, and evaporator ship. 
ments totaling 4,784 units in 1938 
compared with 4,042 this year. 


Missouri Dealers Try 
For State Association 


(Concluded from Page 1, Column 2) 

be made to keep the membership 
intact. 

“We realize that we must start 
from the bottom to mould a strong 
organization,” stated John M. Curtin, 
secretary of the new group. “By 
close cooperation we can do away 
with many of the outrageous condi- 
tions that are so prevalent in the in- 
dustry today. Everyone wants to 
make money in the industry, but we 
certainly can’t do it in competition 
with burdensome taxes and unfair 
trade conditions, such as hammer- 
and-nail operators selling appliances 
from their basements.” 


The Missouri association grew out 
of the Springfield, Mo. association of 
furniture and appliance dealers. This 
group has been in existence for sev- 
eral years, and boasts that every 
credit-extending dealer in the city is 
a member. At a recent dinner meet- 
ing of this group, State Auditor 
Forrest Smith pointed out the busi- 
ness benefits of a strong organiza- 
tion, particularly when going before 
the state legislature in an effort to 
gain aids to business. With an or- 
ganized force, Mr. Smith asserted, 
steps can be taken to get a hearing 
and to demand action. 

To pattern an organization after 
the successful Springfield group, Mr. 
Curtin, formerly commercial man- 
ager of the Laclede Gas Co. in St. 
Louis, was drafted as organizer for 
the St. Louis group by dealers led by 
Frank Schaab, Jr., William E. [goe, 
Ben A. Weisman, James Dyer, 
Stanley Parker, and Fred C. Dau. 

Mr. Curtin, after visiting Kansas 
City, Springfield, Carthage, St. 
Joseph, and Joplin, reported dealers 
in those cities favored the proposed 
state organization. 

In addition to Mr. Curtin’s election 
as secretary, the association elected 
J. E. King of Springfield as chair- 
man. Other officers are Robert L. 
Mehornay, Jr., Kansas City; Frank 
Schaab, William E. Igoe of [g0e 
Furniture Co.; Ben A. Weisman of 
Union-May-Stern Co.; James Dyer of 
Dyer Bros. Co.; Stanley I. Parker 
of Gausmann-Parker Co.—all of St 
Louis. 

If a special session of the state 
legislature is called this year, the 
new association will unite with % 
other retail associations in the state 
that have been campaigning for fa! 
trade enactment. 
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Hookup of Temprite’s New Storage Type Cooler 
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rship 
start 
‘rong 
irtin, 
“By 
away DETROIT — Designed particularly 
ondi- for the smaller dispenser, a new 
e in- ‘Temptank” beer cooler has been in- 
s to troduced by Temprite Products Corp. 
it we The Temptank differs from the 
ition Temprite instantaneous cooler pri- 
nfair marily in that it incorporates storage. 
_mer- It operates on a new and patented 
ances principle of reocclusion. 
It will operate with a condensing 
, ot uit as small as % hp. More than 
on of 14% gallons of cooled beer is con- 
This tinually maintained in reserve so 
- gev- that even with so small a compressor 
avery an adequate quantity of beer is said 
ity is to be available to meet peak require- 
heel ments. 
ditor A rapid cooling rate is claimed for 
busi- the Temptank, the claim being that 
niza- within three minutes after warm beer 
efore is first put into the empty cooler, a 
rt to cold glass of beer may be drawn 
2 oO from the faucet. 
orted, Control of beer quality is claimed 
aring through the principle of reocclusion. 
Temprite engineers explain this as 
oie follows: Pp 
Mr. “It is a well known fact that COs 
mat gas is continually trying to escape 
n St. from the beer in the beer dispensing 
r for system and it is the escape of this 
ed by a8 which produces the excessive 
Igoe, J %#ming in the majority of cases. 
Dyer, The average good dispensing system 
ry attempts to maintain the gas in solu- 
on tion at all points though it is ad- 
St. mittedly difficult to do this and adds 
valers °C cost of the installation. 
posed “In the new Temptank cooler, 
neither method is followed. If the 
ties beer in the keg is wild or if there is 
ected ee ention of gas in the tap rod or in 
hai a connecting line, the mixture of 
ah sd and gas is drawn into the 
srank ee cooler and there by reason 
“Igoe this new principle of reocclusion, 
an of 
ver of 
arker 


New 16-page Manual 
estions for cutting, 

aring small diameter 

Copper tubes. Ask for copy. 


WATER VENT EMPTY KEG BEER 
VALVE INDICATOR FAUCET FAUCET VALVE INDICATOR FAUCET 


EMPTY KEG INDICATOR 


* 


Beer Cooler For the Small Dispenser Has Unusual 
Design To Control Beer Quality & Temperature 


the gas is forced back into perfect 
solution with the beer. 

“The beer cannot be flat because 
the gas has gone back into solution, 
it cannot be overcarbonated because 
only the original quantity of gas is 
redissolved, it cannot be wild because 
the smooth interior of the cooling 
unit and the method of temperature 
control.” 

In the Temptank cooler an indica- 
tor is provided which mounts on the 
front of the bar and which indicates 
immediately to the operator when a 
keg has become empty. There is no 
loss of gas or beer in connection with 
the signalling device. There is a 
manually operated vent valve for the 
purpose of discharging air from the 
cooler when it is first filled. 

The cooler is provided with an 
auxiliary stainless steel cooling coil 
which can be used either for sweet 
water or for carbonated water, and 
which will give an adequate supply 
of properly cooled water for bar re- 
quirements. 

The expansion system of refrigera- 
tion is used in the Temptank cooler. 
Each cooler has it own factory-ad- 
justed thermostatic expansion valve, 
and its own control valve. Units 
with may be operated either alone 
or in groups connected to the same 
condensing unit or in multiple with 
other pieces of refrigerating equip- 
ment. Equalizer tanks and oil 
separators are not required in the 
operation of the Temptank cooler. 


Ice Cream Cabinets and Beverage Coolers Show Greatest Gains 
As Nema Commercial Sales In June Total 29,447 Units 


The following report of commercial 
refrigerating equipment sales for 
June, 1939 was made to the Com- 
mercial Refrigeration Section of the 
National Electrical Manufacturers 
Association (Nema) by the following 


16 companies: 

Baker Ice Machine Co., Inc., Brun- 
ner Mfg. Co., Carrier Corp., Crosley 
Corp., Frigidaire Div. General Motors 
Corp., General Electric Co., Gibson 
Electric Refrigerator Co., Kelvinator 


Div. Nash-Kelvinator Corp., Merchant 
& Evans Co., Norge Div. Borg-Warner 
Corp., Servel, Inc., Uniflow Mfg. Co., 
Universal Cooler Corp., Vilter Mfg. 
Co., Westinghouse Electric & Mfg. Co., 
and York Ice Machinery Corp. 


SALES FOR JUNE, 


1939 


Domestic 


Canadian 


Other Foreign Total World 


Quantity Value Quantity Value Quantity Value Quantity Value 


1. Bottle Water Coolers—Complete................- 1,039 $ 62,580 2 $ 140 24 $ 1,625 1,065 $ 64,345 
2. Pressure Water Coolers—Complete.............. 2,789 267,042 20 1,853 79° 6,945 2,888 275,840 
3. Water Coolers—Low Side Only.................. 148 12,360 2 135 10 515 160 13,010 
4. Ice Cream Cabinets—Complete................... 4,200 661,209 259 40,153 190 24,647 4,649 726,009 
5. Ice Cream Holding Cabinets Only (Remote)..... 298 41,810 7 920 2 238 307 42,962 
6. Bottle Beverage Coolers—Complete.............. 4,317 408,387 128 9,893 152 13,694 4,597 431,974 
7. Beverage Coolers (No High Sides)............... 141 11,602 ves pes + 281 145 11,883 
GS. BE COOlSTE— COMPAS o.oo se sc siccsicceccsnvceses 20 3,558 Kees 20 3,558 
9. Milk Cooling Cabinets (No High Sides)......... 4 559 4 559 
10. Commercial Evaporators—Not Reported Above 
(Including Cold Diffusers, Brine, and Other 
Borny TWVAPOTAOrS, TG.) oo. ccccsccccssiesceccee 3,152 141,812 200 5,142 690 22,120 4,042 169,074 
11. Condensing Units Less Than % Hp............... 2,359 109,834 43 2,276 319 17,145 2,721 129,255 
12. COmGensiIne UNite—% BAD... 2. cece sc seccscccccene 3,470 212,908 72 4,832 326 22,727 3,868 240,467 
TE, COMBRROINE WHE —H BID. csc cin ces cv ccasens 1,859 156,623 51 4,617 240 22,066 2,150 183,306 
14, ConMensine Unitse—% FA... cess cee cssvecctves 1,023 = 117,051 24 2,893 119 14,236 1,166 134,180 
15, CONGSNGINS UNITE —1 TID... 6.5 cc cesccicccscaces 602 83,960 7 1,006 80* 11,288* 689 96,254 
16. Condensing Unite—2%% EP... .. 22. ccecscscsccrces 414 73,173 10 2,027 54* 9,369* 478 84,569 
TT, CO We Fi oii ce ccc ces sacccesesen 217 46,283 3 731 12° 2,367* 232 49,381 
18, Condensing Unita—8 Fap...........scceccsscoesess 93 25,950 | 221 10 1,640 104 27,811 
10. Commenming Unite—6. Fp... ..... cc cccscccsssvcvece 56 i ae nee 4 1,561 60 20,688 
20. Condensing Unite—7% Hip..............sccccerses 13 7,944 4 2,625 17 10,569 
Si. Condensing Unite—10 Bip... ......csscsvevsessoccces 52 32,448 1 800 53 33,248 
BD. DORGORMI DRS 10 Feiss csi c cece esesss 23 21,906 1 1,300 24 23,206 
BB. COMGCHSINS WHE —B0 Bec ccc cs cei cescnesceeces 3 1,700 ‘88s 3 1,700 
26. COMMBREINS CAIN — me: FIDic ccc ccc ccc cccceccs eens seas Ree she cae 
25. Condensing Unite—80 Bip............ccccccscccees 2 4,255 ainsi eee 2 4,255 
26. Condensing Unite—40 Fip....... 0. ccscscescescees Z 2,299 2 3,420 3 5,719 
37. Condensing UNite—G0 EEpi. oo... ccccccccsecsccccs bees ie sthie vse oe anes bath cee 
28. Total—All Condensing Units (11 to 27).......... 10,187 915,461 211 18,603 1,172 110,544 11,570 1,044,608 
29a. Condensers—Sold Separately 
Shell & Coil or Shell & Tube..................4. ane ee er reas 4 1,090 4 1,090 
pe rer eee Ce rere 196 9,414 146 4,269 78 2,830 420 16,513 
30. Total All Commercial Refrigeration.............. .... $2,535,794 $81,108 $184,523 ..+» $2,801,425 


*Includes sales and credits. 


Seeger Dough Retarder Refrigerator Equipped 
With a Forced-Draft Cooling System 


ST. PAUL—The “Dough Boy,” a 
dough retarder refrigerator of 63-cu. 
ft. capacity, is a recent addition to 
Seeger Refrigerator Co.’s line of 
commercial refrigerating equipment. 

Cabinet interior is of all-porcelain 
construction, for greater sanitation, 
and exterior front and sides also are 
of porcelain. Top, back, and bottom 
of the unit is of galvanized metal. 

Full-length storage compartments 
at the right and left of the cabinet 


are equipped with a new type rack 
spaced 3 inches to accommodate 36 
standard bakery trays 18 x 26 inches 
in size. Racks are of heavy tinned 
round bar, and are built in sections 
which may be removed for cleaning. 

Center cabinet compartment has 
upper and lower doors, with adjust- 
able shelves to handle special storage 
needs. The unit incorporates a 
forced-air circulation system which 
is claimed to maintain relative 


humidity in the cabinets at approxi- 
mately 90%. Constant flow of air 
also is claimed to maintain desired 
temperatures and slow down fer- 
mentation. 


The cabinet interior is lighted, and 
is controlled from either of the doors. 
For best operation under normal con- 
ditions, use of a 14-hp. compressor is 
recommended. 


Use of the equipment, it is claimed, 
permits the baker to eliminate much 
of his ordinary night work, and to 
prepare comparatively large batches 
of dough for use in bread, cakes, and 
pasteries, and store it in the refrig- 
erator until required. 


DETROIT AIR FI 


Formerly The Arco Air Filter 


' ADVANTAGES 


1. High cleaning efficiency (90% dust 
removal). 


2. Retains initial efficiency longer than 
other filters. 


3. Filter may be used in any position. 
Will not warp or sag. 


4. High dust capacity—longer service life. 
5. Low air resistance—no spot clogging. 
6. Odorless—remains tacky at 10°— 


LTERS 


will not drip at 180°. 


7. Rigid construction—does not pull 
apart when removing for replacement. 
8. No particles of adhesive or filter 
material can be carried in the air stream. 


9. Air stream leaving the filter may be 
directed by the filter itself. 
10. Serves as an effective sound deadener. 


11. Economical—long service life—costs 
less than many filters, not any more than 
other replacement filters. 


Write for descriptive bulletin. 


DETROIT LUBRICATOR COMPANY 


General Offices: DETROIT, MICHIGAN 
Canadian Representatives—RAILWAY AND ENGINEERING SPECIALTIES LIMITED 


Montreal 


. Toronto . Winnipeg 


nol 
Write for your cOPY 


SQUIRREL-CAGE FAN 
ASSURES QUIET, POSI- 
AIR MOVEMENT 
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Major Cppliances 


Electric Range Sales 
Jump 31.4% In May 


NEW YORK CITY—Shipments of 
electric ranges in the U. S. increased 
31.4% during May, compared with 
the same month last year, bringing 
the increase for the first five months 
of this year to 18.7% over the 
similar period a year ago, figures 
released by National Electrical Manu- 
facturers Association reveal. 


The 17 participating companies 
report shipments for May, 1939, 
totaled 31,943 units, as against 


23,310 units for May, 1938. Shipments 
for the first five months of this year 
were 142,497, compared with 120,030 
for the same period last year. 
Shipments to the 10 states leading 
May sales this year, and their totals 
for the first five months of 1939 are: 


Appliance Sales Gain Encouragingly 


Vacuums Up 16% In June 


CLEVELAND — Vacuum cleaner 
sales in June mounted to 99,674 units, 
16% above the June, 1938 total of 
85,918, Vacuum Cleaner Manufac- 
turers’ Association figures show. 

June showed the greatest month’s 
percentage increase in the industry’s 
business since July, 1937, when sales 
totaling 111,233 were 23.05% above 
those for the same month in 1936. 

Sales for the first half of 1939 
totaled 706,253, topping the 679,183- 
unit mark for the same period last 
year by 3.99%. 


Woolwine-Norris Merges With 
Thermador Electrical Co. 


LOS ANGELES—Woolwine-Norris 


Try, Try Again—’ Is 
Key To Refrigerator 
Sales, Says Dealer 


WICHITA, Kan.—The “long-time” 
feature of refrigerator and other 
major appliance selling, and the re- 
sulting importance of “re-contact” 
with prospects over a period of 
weeks, months, or even years, can- 
not be stressed too much in building 
the successful major appliance de- 
partment, declares E. V. Reynolds, 
manager of this department of the 
Innes Dry Goods Co. here. 

Mr. Reynolds pointed out that 
major appliance sales are not closed 
in a week; some of them take one 
or two years. 

“This means that the salesman is 
constantly revisiting his prospects,” 
he stated, “and, also, that an appli- 
ance department benefits consider- 
ably in having a crew of regulars 
who stay with the firm year in and 
year out. 

“Our men keep at the refrigerator 
Selling through the coldest months 
of the year with just as much empha- 
sis as at other seasons, rather than 
switching to different appliances at 
different seasons.” 


Corp., manufacturer of _ electric For this reason the store is care- 
May.1939 FiveMon, | 12"8e8, has been consolidated into | ful to retain only the “best” auninee 
pda oe Units. | the Thermador Electrical Mfg. Co., | of salesmen its “coverage” will stand 
manufacturer of household electrical —six or eight, in this instance. 
California ........... 6,073 appliances. Harry H. Fogwell is “We might very well hire more 
EEE fuasntaxenokss 9,052 president. men, but this would mean that the 
awl be teeeeeeeees By No major changes will be made in | yearly volume of each of the men 
—— ....... 5.593 the merchandising or distributing | now selling for us would slip,” Mr. 
Se eee 6,247 policies of either line, W. E. Cranston, | Reynolds explained, “and a condition 
ese etx se eeeeeeees — vice president, announced, and for | unsatisfactory to them would become 
oe betegguaa _ ae 4,741 the present electric range sales will | unsatisfactory to us.” 
Wisconsin .......... 6,488 be confined to the 11 western states. Another important factor con- 
GEAALLOWN. 
“We have b j dvertiser in Ai 
e have been a consistent aavertiser in Air 
age . o « s 
Conditioning and Refrigeration News ever since 
s s . o 
the inception of refrigeration products in our 
li We feel th h btained 
ine. e feel that we have obtained many 
benefits f, hi di d li d 
enerits trom this medium, and replies an 
Ld s es J - s 
inquiries received are tangible evidence that 
our customers and prospective users are readers 
f 4/4 
of your paper. 
Fedders Mfg. Co., Inc. 
The rising sales chart of the mechanical cooling 
industry—household refrigeration, commercial refrigera- 
tion, air conditioning—over the period of the past 10 or 
12 years compares mighty favorably with the charts 
and graphs visualizing sales volumes of other industries. 
Manufacturers of cooling equipment have done well 
for themselves. 
As “The Newspaper of the Industry,” the NEWS feels 
gratified that it has had the opportunity of being of 
substantial help to so many of these manufacturers by 
producing “replies and inquiries’—and other results— 
through its advertising columns. 
Air Conditioning & Refrigeration News 
“The Newspaper of the Industry” 
a i 4 ais Z 2 ele tot: 7h a A j eihigse. 
a Ye. ac 3. % man _ -*).2. ses = * a ak 


Even a ‘“Moto-Man’ Likes To a 


During a round of social calls on New York World’s Fair entertainers 
who had previously visited him at his “home” in the Westinghouse 
building, Elektro, Westinghouse’s new “Moto-Man,” drops in on some of 


the stars of the Aquacade. 


He toured the Fair’s amusement area in one 


of American Express Co.’s motor-driven sight-seeing chairs. 


tributing to long-term sales effort by 
the department is the daily sales 
report, which is almost essential to 
good operations, Mr. Reynolds main- 
tains. 

The manager contends that it is 
just as important for the local sales- 
man to turn in a daily report as it is 
for the salesman on the road to do 
so. This report makes certain that 
the salesmen will call on a certain 
number of prospects each day; in the 
case of this department they call on 
eight or 10 prospects, and perhaps 
two users, a day. This is all noted 
in the daily report sheet, together 
with the “will see again’ dates in 
each case. 

The report, as used by this retailer, 
is an observational sales feature; it 
gives the department a basis of com- 
parison of activities of individual 
salesmen; it indicates when either 
salesman or department is slipping, 
and it sets up a standard of work 
which applies to the given conditions 
of the territory served. 


Rents ‘Em—Then Sells ” 


JANESVILLE, Wis.—Washer rent- 
al service, day or night, has opened 
the way to laundry equipment sales 
for J. M. Bostwick & Sons, local de- 
partment store. 

The store charges 50 cents per 
washing for the service, and all the 
housewife has to do is phone the 
store and the washer is delivered and 
called for upon notification. There 
is no extra charge for delivery or 
pick-up, and this “home demonstra- 
tion’ variation is said to have in- 
creased the store’s home laundry 
equipment business appreciably. 


REA To Finance Sale of 
Low-Cost Appliances 


WASHINGTON, D. C.—Electrical 
appliance purchases under $40 are to 
be financed by Rural Electrification 
Administration on a small monthly 
payment plan. The plan is already in 
effect on I. E. S. lamps, and other 
appliances will be added from time to 
time. 

The program complements. the 
financing of Electric Home & Farm 
Authority, which limits the minimum 
amount to $40. 

Preliminary plans limit amounts 
to $10. Electric irons and washing 
machines under $40 are being con- 
sidered for financing. Payments will 
be handled through cooperatives. 


Home Economics Taught 
At Summer School 


MANSFIELD, Ohio—Food prepu. 
ration and cooking, laundry work 
dishwashing, and the use of tabk 
appliances all is included in the class. 
work for students at the Summer 
Training School being held at the 
Westinghouse Institute here unde 
the direction of Mrs. Julia Kiene, 
Institute head. 


Courses include primary and spe. 
cial instruction in laboratory ani 
research work as well as_ home 
making. Care and use of the various 
electrical appliances forms the back- 
ground of the course, which is ope 
to sales people in the electrical me- 
chandising field. 

“Graduates of the school,’ says 
Mrs. Kiene, ‘will be equipped to go 
right out into the field and put ona 
complete demonstration of any appii- 
ance in the line without referring to 
an instruction book, for the school is 
intended to make possible immeii:- 
ate application of the knowledge 
acquired.” 

Students enrolled in the cours 
now being conducted include: Miss 
Virginia Lee Coate, Municipal Elec: 
tric Light & Power Co., Richmoni, 
Ind.; Miss Catherine Harlow, Marion 
Reserve Power Co., Rittman, Ohio 
Miss Dorothy Trowbridge, Ohio Eii- 
son Co., Youngstown, Ohio; Miss 
Evelyn Rankin, Ohio Public Service 
Co., Alliance, Ohio; Misses Phyllis 
Duckett, Betty Clark, and Rachel 
Bell, Columbus & Southern Ohi 
Electric Co., Columbus, Ohio; Miss 
Marie Combiths, Commonwealth Eiéi- 
son Co., Chicago; Mrs. F. L. Hoffmat 
and Mrs. Art Wise, Riggs Electri( 
Co., Akron, Ohio. 


200 Ranges & Refrigerators 
Make Apt. All-Electric 


BIRMINGHAM, Ala.— With the 
installation of 200 Westinghouse 
electric ranges and refrigerators, the 
Redmond Gardens apartments het 
have become all-electric, so far * 
any household equipment is co 
cerned. 

Other electrical equipment i 
cludes laundry rooms with electrit 
washers and ironers, interior 4 
exterior lighting, space heating and 
water heating by electrically operated 
coal stokers, floodlighting for 
garages, and similar modern ©” 


veniences. 
eee” 


Copelands Outsell because 
they Outperform! f= 


For more than 21 years, Copeland Dependable 
Electric refrigeration has been marketed 


throughout the world. 


Every unit is the 


product of capable, aggressive engineering. 


Regardless of what your customers’ require- 
ments are, there is a as sc aati unit to meet 
every need. 
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Commercial Serwice 


m 


Fountainette & Bob-Tail Unit Present 
No Unusual Problems In Servicing 


By Arch Black and Dean C. Seitz 


In the soda fountain industry 
there is a distinction between a 
fountainette and a soda fountain. 
this distinction lies primarily in the 
fact that fountainettes are built in 
jengths of 4 to 8 feet, all in one piece. 
By this is meant that the exterior 
counter Of a fountainette is perma- 
nently attached in such a manner 
that the entire fixture can be de- 
jivered to the customer in one piece. 


By far the majority of soda foun- 
tains 8 feet long and shorter are 
in reality fountainettes. As seen 
fom this definition the word foun- 
tainette has no distinct meaning of 
itjown. It merely refers to a small 
sda fountain having ice cream 
sorage, bottle storage, water cool- 
ing, Sink space, and a counter, all 
puilt in one piece. 


The fountainettes refrigerated by 
means of flooded boilers are no 
different than the larger fountains 
refrigerated by means of flooded 
boilers. Usually the water cooling 
boiler in a fountainette is relatively 
small and consequently the water 
cooling capacity of a fountainette is 
less than that of a larger unit. 


In the articles appearing in the 
Dec. 21 and 28 issues of the NEWS 
the thermo syphon system of refrig- 
eration was described. This system 
has been frequently used in connec- 
tion with fountainettes for refriger- 
ating the water bath. The service 
problems on a thermo syphon refrig- 
erated fountainette are exactly the 
same as those given in the former 
articles for thermo syphon soda 
fountains. 


Fig. 4—Typical Hookup For Fountainette 
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Condensing Unit Switch To Be Set 
To Cut In—14 to 16 Lbs. 
To Cut Out—0 to 2 Lbs. 


Typical refrigeration hookup 
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Fig. 5—Early Model of Bob-Tail Unit 
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Shown above is a typical bob- 
tail unit of the earliest construc- 
tion using mechanical means of 
refrigeration. A flooded boiler 
refrigerates the water bath 
Compartment, which cools the 
bottled goods compartment. 


AMERICAN BRASS CO. 
RENCH SMALL TUBE BRANCH 


& Gener al Offices: Waterbury, Conn 
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The more recent fountainettes are 
completely refrigerated by means of 
direct expansion. A typical refrig- 
eration hookup for a direct expansion 
fountainette is illustrated in Fig. 4. 
This hookup is that of the Bastian- 
Blessing fountainette. The refrig- 
erated sections of this fountainette 
are the ice cream section, the jar 
enclosure, the bottle storage com- 
partment, and the water cooling. 


The ice cream section is refriger- 


-ated by a continuous coil of tubing 


directly in contact with the lining. 
The supply of refrigerant to this coil 
is controlled by a thermostatic valve. 
The bulb is placed in a well in con- 
tact with the cabinet lining and with 
the end of the refrigeration coil. 


The jar enclosure, bottle storage 
compartment, and water cooling sec- 
tions are all refrigerated by one 
continuous coil of %%-inch tubing 
which first enters the jar enclosure, 
then drops into the bottle storage 
compartment where it coils up the 
rear wall. 


This rear wall is the side of the 
water bath section. At this point 
the coil makes several turns up the 
front wall and then out of the cabi- 
net. Refrigerant is supplied by 
means of a thermostatic expansion 
valve. Bulb of the valve is clamped 
to the tubing near the end of the 
coil on the front wall of the bottle 
storage compartment. 


A temperature regulating valve is 
placed in the suction line just as 
the coil leaves the bottle storage 
compartment. This control regulates 
the ice formation in the sweet water 
bath. A low pressure control on the 
condensing unit is used to control 
temperature of ice cream section. 

Thermo bulb of the temperature 
regulating valve is placed in the well 
provided for it in the water bath 
tank. A check valve is also included 
between the low temperature ice 
cream coil and the higher tempera- 
ture bottle storage and water bath 
coil. Control settings are given in 
Fig. 4. 

All the service problems involved 
are exactly the same as_ those 
described for direct expansion soda 
fountains. As will be noted the 
primary difference between a soda 
fountain and a fountainette as far 
as the refrigeration hookup is con- 
cerned, is the fact that one thermo- 
static expansion valve has been 
eliminated by combining the jar en- 
closure expansion coil with the bottle 
storage and water bath expansion 
coil. 


BOB-TAIL UNITS 


In the article in the Nov. 2, 1938 
issue a so-called bob-tail unit was 
briefly discussed. A_ bob-tail unit 
consists of a bottle storage compart- 
ment, a water cooling section, and 
a jar enclosure. These units are 
sometimes known as dispensing units. 


When a bob-tail unit is combined 
with an ice cream cabinet, this 
combination in reality becomes a 
soda fountain. Fig. 5. illustrates 
a typical bob-tail unit of the earliest 
construction using mechanical refrig- 
eration. 


It will be noticed that the water 
bath compartment in which the city 
and soda water is cooled, is refrig- 
erated by means of a flooded boiler. 
The bottle storage compartment is 
refrigerated by contact through the 
partition separating the bottled goods 
compartment and the water bath 
compartment. 

In making a combination of a bob- 
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@ No order for Ansul re- 
frigerants ever spends the 
night, unfilled, in an Ansul 
office basket. Today’s 
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You can be sure of that 
when your order specifies 
Ansul gases. 
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Fig. 6—Bob-Tail Unit 
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Condensing Unit Switch To Be Set 
To Cut In—14 to 16 Lbs. 


LIQUID LINE 
To Cut Out—0 to 2 Lbs. al 
If any other equipment other than this unit is piped CONNECTIONS To 
to the same condensing unit, a TRV-20 valve must CONDENSING UNIT 
be installed in the suction line on this unit. = 
SUCTION LINE 


Refrigeration hookup for bob-tail unit when one condensing unit is used 
on the bob-tail only. 


Refrigeration Hookup 


TMENT - N 


SHIPPED IN THIS POSITION) ony To 
ST) N NTER: 
72 OLUTION 


tail unit and an ice cream cabinet, 
the service engineer must use a 
pressure regulating valve to control 
the ice formation on the water bath 
boiler. The ice cream cabinet tem- 
peratures may then be controlled by 
means of a low pressure condensing 
unit switch. 


In more recent years the refrig- 
eration of the bob-tail unit has been 
accomplished by means of direct 
expansion. Fig. 6 illustrates a 
typical refrigeration hookup for the 
bob-tail cabinet when one condensing 
unit is used on the bob-tail only. 
If any other equipment is multi- 
plexed with the bob-tail, a tempera- 
ture regulating valve must be in- 
stalled in the suction line leading 
from the bob-tail. 

There are no_ service problems 
involved on this unit which have not 
been covered previously under direct 
expansion soda fountains. 

When the direct expansion bob-tail 
is multiplexed to the direct expan- 
sion ice cream cabinet, the refrigera- 
tion hookup is exactly the same as 
that illustrated in Fig. 4. It is 
always advisable to place a check 
valve in the suction line between the 
low temperature ice cream coil and 
the higher temperature _ bob-tail 
refrigeration coil. 


The service problems involved are 


Cannot be surpassed for long life and general 
usage . . . best quality covering with special 
reinforcement at edges . . . made with our 
special non-lump filler. Fits any refrigerator. 
FULTON BAG & COTTON MILLS 

Manufacturers Since 1870 
Atlanta St. Louis Dallas New 
Minneapolis New York Kansas City, 


Orleans 
Kan. 


Our largest customers 
of many years ago 
are still our largest 
customers today. Our 
policy must be right. 


WOLVERINE TUBE CO. 


1413 CENTRAL AVENUE DETROIT, MICHIGAN 
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the same as those covered in the 
previous articles. 


This little coupon 
brings you this Year’s 


BIGGEST NEWS 
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“AMERICA’S 
BELT BIBLE” 


1939 Edition of the 
GILMER Belt Catalog 


Hollywood would say 
this edition is “Stupendous!” 
We call it the most complete 
f.h.p. belt catalog ever to come 
off a press! 188 jam-packed, 
time-saving pages listing re- 
frigerator belts for over 5700 
models, 149 makes by lengths, 
cross-sections, and manufac- 
turers’ part numbers. Also 
includes Oil Burners, Stokers, 
Air-Conditioners, Washing 
Machines, etc. Handy pocket 
size... clearly, concisely ar- 
ranged and indexed. 


Get GILMER Belts! 


Tough ... Minimum Stretch 
..- Full-Sized.. . “Tailor-made 
in the grooves” on the world’s 
largest assortmentof V-moulds. 
Built by engineers who special- 
ize in belts. GILMER BELT 
JOBBERS carry full stocks. 
You’re always sure of quick 
deliveries .. . everywhere. 


L. H. GILMER COMPANY 
Tacony, Philadelphia 


Fill-out coupon today for your FREE 
copy of the 1939 GILMER 
Belt Catalog. 
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53 wears. —6«1BBS 
SERVICE . 1939 


PERCIVAL Line 
meets EVERY NEED ! 


Includes Coolers, Reach-In Refrigerators, 
Top Type, Double Duty, Delicatessen, 
Dairy and Produce Display Cases and 
Percival Condensing Units. 


Quality built; corkboard insulated; 
porcelain clad; beautifully streamlined. 
Coiling system is second to none. 


Write for attractive prices, literature 
and Distributor’s proposition. 


ne 


agen < 


——— = 28C.L.RERCIVAL Co. ‘ 


“| DES MOINES, IOWA 


MILLS 


COMPRESSORS 


for Commercial Use 


Mills Novelty Company * 4100 Fullerton Avenue * Chicago, Illinois 


ACME INDUSTRIES, Inc. 


Austen ee Michigan 


Do You Have a GOOD Beverage 


Cooler Franchise? 


; = Sai seta 4 Greater profits are possible with the new 
F - i. 1939 Pelco lines NEW MODELS .. . NEW 

—— DEI 4 @ FEATURES . . . NEW DEALER HELPS. 

te™ se alc “Floating Ice” and “Actionized Cold.” 
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sess We Cordially Invite You To Write 


BE og PORTABLE ELEVATOR MFG. CO. 
Refrigeration Division, Dept. A 
BLOOMINGTON, ILLINOIS 


HIGH AND CONSTANT CAPACITY 


Niagara Aero Condenser re-ordered by 10 ice cream plants, 
3 bakeries. Saves 85% of condensing water. Patented duo-pass 
increases capacity, prevents need for cleaning coils. Spray pump, 
high pressure centrifugal fan, improves performance, ventilates 
compressor room (even with doors closed). Write for information 
on exceptionally low prices on high quality equipment. 


Niagara Blower Co., Dept. AR, 6 E. 45th St., New York City 


AERO-CONDENSER FAN OLS ae SPRAY COOLER 


AIR CONDITIONER 


ELECTRIC WATER COOLERS 


Thoroughly reinforced all steel attractively 
finished cabinets. 
Complete line of different Models and Capacities. 
Write for details and sales prices. 


Puro Filter Corporation of America 
440 Lafayette Street, New York City Spring 7-1800 
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Pastor-Engineer Describes 
The Ideal Church Job 


BUFFALO—Perhaps the only air- 
conditioning system ever designed by 
a minister is the one installed in the 
new Pine Hill Church here by Robert 
O. Ferm, pastor of the church. 

Being an engineer by training, Mr. 
Ferm did most of the engineering and 
planning on the church building as 
well as the air-conditioning system. 

“Our plan in building our present 
church building was to erect a plant 
large enough for growing congrega- 
tions, inexpensive enough not to 
burden the people financially, and 
comfortable enough to enjoy hot 
summer or cold winter days in a 
building inexpensively cooled and 
heated,” Mr. Ferm said. 

For the purpose of heating and 
cooling the building, a Fedders model 
1152 all-season unit was installed to 
produce 590,000 B.t.u. per hour or 
2,445 EDR, using a 114-hp. fan hav- 
ing a rating of 3,200 c.f.m. 

The system is said to have operated 
during all of last winter without pro- 
ducing any smudging or discoloration 
on the buff walls and ceiling of the 
building. 

Pine Hill Church is built of cinder 
tile and plastered inside, giving a 
14-inch wall. The ceiling is insulated 
with 2-inch batting, and the attic is 
ventilated. 

All floors are 24-inch concrete 
laid on precast concrete joists. The 
auditorium ceiling is 20 feet high and 
the basement ceiling 10% feet high. 


Dealer Builds ‘Attic’ To 


Demonstrate Fans 


HOUSTON, Tex.—An attic has 
been built on the ground floor of 
the Lansdowne & Moody store, West- 
inghouse dealer here, to demonstrate 
the features of attic fan ventilation. 

This “attic” is a Celotex insulated 
box, built to correspond to a regular 
installation of an attic in a home. 
The insulated box is raised on stilts 
to allow the salesman to fully 
demonstrate the workings of the fan. 

On the under side of the demon- 
stration unit is a metal grille, which 
opens when the fan is turned on. 
As the fan draws the air through 
the grille, a stream of air emits 
through a louver in front of the fan. 
This expelled air is thrown out into 
the store in a strong stream. The 
flow of air is accentuated by ribbons 
attached to the louver. 

The attic fan in the set-up is a 
model sold by the store for home 
cooling. Prospects may see for 
themselves just how the installation 
will be made in their homes. The 
store has a complete planning service 
for attic fan work and all installa- 
tions are made after the home has 
been surveyed for the proper size fan 
requirements and auxiliary equip- 
ment. Much time and explanations 
have been avoided by taking the fan 
prospect into the store, turning on 
the fan, and saying, ‘Here is the 
way the attic fan will work in your 
own home. The installation here is 
approximately the same as it will 
be in your home.” 

The store’s “attic” is portable, and 
has been used to good advantage as 
an advertising and demonstration 
medium at home equipment and 
builder’s shows in Houston. 


TRIPLE PURPOSE 


1. 2. 3. 
Aeration Storage Making 
of Milk of Milk of Ice 
with refrigerated in the two adjacent for use on the 
brine from the dry storage delivery route, 
central compartment compartments if desired 
p Three-in-one: This Bottle-Storage Cooler, with aerator 
" and pump, makes a complete cooling and storing unit for 


the small retailer. For the large retailer WILSON SYS- 
TEMS provide the Wilson Sectional Walk-In Storage Coolers 
in 18 stock sizes, with brine tank, aerator and pump. 


WILSON BOTTLE STORAGE 


GET YOUR FULL SHARE OF ALL MILK-COOLING BUSINESS — 


= “a WILSON CABINET CORP. 338M 
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‘Hay Fever Day’ 
At N. Y. Fair 
Wasner Llectric Corporati On 


NEW YORK WORLD’S FAIR— baay PLYMOUIM AV 
Hay fever sufferers will have their 
own day at the World’s Fair, when 
they will congregate in the World 
of Tomorrow and sniffle and snuffle 
to their heart’s content in sympa- 
thetic swing time. 

Aug. 23 ‘has been set aside as 
“Hay Fever Day” by the Fair, in 
conjunction with Carrier Corp. A 
blanket invitation to the 4,000,000 


WRITE TO 


persons in the U. S. A. who are ae 
allergic to the ragweed pollen to visit 
the Fair will be issued. A Dehydrator that is really 
Tests conducted by prominent Dry. Mueller Brass Co. 
physicians show that hay fever Dri-Drier. 
sufferers find great relief in air- 
conditioned atmospheres during the MUELLER BRASS co. 
season when the air is heavy with Port Huron, Mich. 
flying pollen. — 
Wray To Handle York In Specify PENN 
Arkansas, Louisiana AUTOMATIC CONTROLS AND SWITCHES 
& T, A FOR RECOGNIZED aoe 
exas rea ; Write for Catalog | 
PENN ELECTRIC SWITCH Co, 


Conditioning, Inc. has been organized 
here to distribute York refrigeration 
and air-conditioning equipment in the 
Arkansas-Louisiana-Texas area. 

George D. Wray, Jr., is president 
of the company; P. E. Furlow is vice 
president, and E. Newton Wray is 
secretary-treasurer. Offices of the 
organization are in the Alvin Build- 
ing at 1401 Fairfield Ave. 


Tests Prove it’s Com. 
pletely Waterproof. 
The New SI 
Small Capacity 


MAGNET VALVE 


Forgrabbe Joins Staff of 
Page-Williamson; Trescott 


Heads Industrial Sales 


CHARLOTTE, N. C.—L. B. For- 
grabbe, formerly associated with the 
Atlanta office of Carrier Corp., has 
been appointed to the air-conditioning LIMA, OHIO 
installation and service division of 
Page-Williamson, Inc. 

J. H. Trescott, who formerly oper- 
ated as a manufacturers’ agent in 
this area, now heads the industrial 


SYNTRON 
=|), Anti-F riction 
Bi SHAFT SEALS 


q8tax 


ong da ell 
sales department of the Page- ._ i == 
Williamson organization. Mr. Tres- Order from your jobber 


cott will continue to handle Clarage SYNTRON CO. 
fans, Gould pumps, and American 140 Lexington Ave., Homer City, Ps. 


District Steam specialties in his new 
capacity. 


Poucher Will Represent ies ee 
Filter Firm In 4 States fragt ~ V-BELTS 


. “Silent, vibroulcelet ¢ 


MADISON, Wis.— The Research " * pendable, long-lastins 
Products Corp. has added Richard C. > Do ‘hcl Sue Bee 
Poucher to the sales staff of its air nT eee caver ’itomt 
filter division to handle sales engi- z zs plete stock for applianc 
neering problems in Ohio, Michigan, i *Sand machines. 


Pennsylvania, and New York. mS . 

Mr. Poucher is a graduate of the a \ ra C0, DAYTOR, ‘oid 
University of Minnesota, and was SR ie 
formerly associated with the Diamond 
Iron Works, Inc. 


Te ey cane 
gaues oi 


@Nc 
unit 
impr 
Possi 
In se 
NEW 1939 FEATURES mi 
Tetar: 
Tyler's or s original welded steel construction is Fur 
still the most advanced in the commercial whic} 
refrigeration field. Aad the 1939 line is the —— 
greatest ever. New improvements include Meth 
wider doors, for greater accessibility; wider pa 
front glass for increased visibility and new, wae 
patented NON-GLARE lighting system for lights 
brighter display. dling 
THE BIG VALUE LINE ani 
Complete line covers wide field. testin 

Built from rience with thou- 

sands of i Pestelieons Offers sensa- 


TI 


tional values because of standard- 
ized quantity roduction. You can 
snost today’s demands with Tylers 
and make more money. Write NOW 
for dealer proposition. 
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CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. ‘Three 
consecutive insertions $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
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[COMPLETE LINE OF: = 
COMMERCIAL ‘REFRIGERATORS [i 
AND DISPLAY EQUIPMENT 
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Rupie-S\| stainiess 
STEEL 
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SUPERIOR 


PACKLESS VALVES - 
MANIFOLDS + ACCESSORIES 
AND TINGS — FOR THE 
REFRIGERATION AND AIR 


CONDITIONING INDUSTRY 
" 4 , SOLD BY LEADING JOBBERS EVERYWHERE 


Suecrion Warve & Fittincs Co.—Pirtsaurcu, Pa 


Les a a 


CHICAGO SEAL go. 
20 North Wacker Dr., cago 


BUNDY TUBING 


Copper-Brazed Steel. Cop- | 
per Coated Inside and 
Out. Sizes: %s" to %” O.D. 
BUNDY TUBING CO., DETROIT 


Each individual guest 
receives the utmost in 
attention and service 
from all members of the 
hotel's staff -- every 
need and comfort is 
quickly and cheerfully 
provided. A hearty 
welcome awaits you 
at the Barlum Hotel. 


21 FLOORS OF 
OUTSIDE ROOMS 


ALL WITH BATH 
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No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS WANTED 


SEASONED EXECUTIVE. At present 
manager with one of the large distribu- 
tors handling commercial refrigeration 
and air conditioning and allied appliances. 
Desires to associate with manufacturer 
or distributor. Age 40, American, college 
education. Traveled extensively. Twenty 
years’ experience in sales, advertising and 
merchandising work. Can be available 
2—3 weeks’ notice. Compensation based 
on results. Ready to assume heavy 
responsibilities, etc. Box 1160, Air Condi- 
tioning & Refrigeration News. 


MAN 36 years old—temperate habits— 
married. Twelve years’ practical experi- 
ence on all types of low pressure refrig- 
eration. Present position and for past 
3 years service supervisor for large 
corporation. Desire connection as service 
manager or sales engineer on compressors, 
coils or parts. Have large following of 
independent servicemen and jobbers in 
9 western states. Box 1165, Air Condi- 
tioning & Refrigeration News. 


POSITIONS AVAILABLE 


CHIEF ENGINEER between thirty-five 
and forty-five years of age with design 
experience in refrigeration controls. Must 
be capable of organizing engineering 
department and assume full responsibility. 
An excellent opportunity to become asso- 
ciated with a progressive medium-sized 
company manufacturing automatic control 
equipment. State experience, age and 
Salary expected. Box 1163, Air Condi- 
tioning & Refrigeration News. 


FRANCHISES AVAILABLE 


COMMERCIAL LINE refrigerator display 
cases, walk-in coolers, and refrigerators; 
also direct draw, mechanically-cooled 
beer coolers. Sell with Ebrlich compres- 
sors or with any other make. Attractive 
discounts, also financing arrangements 
to help sell. 70 years in business. Write 
for full information. EHRLICH RE- 
FRIGERATOR MFG. CO., St. Joseph, 
Mo. ‘ 


EQUIPMENT FOR SALE 


GRUNOW PARTS—R & S PARTS COM- 
PANY opens field to independent service 
men and former Grunow dealers. Pur- 
chase your Grunow parts. direct. At 
reasonable prices. Refrigerant CH2-CLz2, 
gallon—$3.60, compressors exchange— 
$11.00, Carrene meters exchange—$3.00, 
compressor oil per gallon—$1.75. Many 
other items not listed. 3577 Fourteenth 
Street, Detroit, Michigan. 


REPAIR SERVICE 


GENERAL ELECTRIC DR1 and DR2 
Monitor Top units exchanged, $30.00 
F.O.B. our factory. Send your defective 
unit. On receipt, we make immediate 
shipment of completely rebuilt, refinished 
unit with one year unconditional guaran- 
tee. Like new in every respect. West- 
inghouse and Servel hermetic units rebuilt 
and guaranteed. REFRIGERATION 
MAINTENANCE CORPORATION, 321-27 
East Grand Avenue, Chicago, Illinois. 


CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 
special precision equipment. Supervised 
by graduate engineers. We stress per- 
fection and dependability before price. 
One year guarantee on domestic controls. 
Any bellows operated device repaired. 
HALECTRIC LABORATORY, 1793 Lake- 
view Road, Cleveland, Ohio. 


DOMESTIC CONTROLS repaired: Ranco 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.00, Penn $2.00, Bishop Babcock $2.50, 
Majestic $2.50, Penn magnetic $2.50, G. E. 
Frigidaire $2.50. In business over 20 
years. Our name is our_ guarantee. 
UNITED SPEEDOMETER REPAIR CoO., 
INC., 342 West 70th Street, New York City. 


G.E. and Westinghouse hermetic units 
rebuilt with factory equipment. G.E. 
DR1-DR2—$30.00; Westinghouse $27.50; 
one year guarantee, prices on other 
models on request. Deal with the original 
hermetic unit rebuilders—REX REFRIG- 
ERATION SERVICE, INC., 2226 S. State 
St., Chicago, Ill. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 


New York City. 


HI-LO CHA 


@ Now the Imperial charging and testing 
unit can be furnished with a new and 
improved compound gauge to meet every 
Possible condition that may be encountered 
in service work. The gauge is a 3” com- 
Pound retard with a wide vacuum scale 
im inches and pressure is to 50 lbs. with 
retard to 200 lbs. 


Furnished with rear pointer adjustment 
which enables you to recalibrate the gauge 
at all times. Steel case and polished brass 
™m. Has Freon, Sulphur Dioxide and 
Methyl Chloride temperature scale. 

This Hi-Lo unit combines all the advan- 
tages of a double gauge unit with the 
‘ghtness, compactness and ease of han- 
dling of a single gauge unit. 

Call or write your Jobber today and add 


one of these outfits to your charging and 
‘esting equipment. 


THE IMPERIAL BRASS MFG. CO. 
565 S. Racine Ave., Chicago, Ill. 


IMPERIAL 2)c0 Qos 


VALVES © FITTINGS © TOOLS © CHARGING LINES © FLOATS © STRAINERS © DEHYDRATORS 


RGING and TESTING 
RETARD GAUGE 
ND RET 


CONNECTED TO 
BOTH SIDES OF 
THE SYSTEM, 
THIS GAUGE 
MAY BE USED 


STRAIGHT UP, 
REFRIGERANT 
1S FREE TO 
BY-PASS FROM 


WILL FOR 
pth fn HIGH TO LOW 
AND LOW SIDE aos. 
PRESSURES. 


Ja 


MASTER CONTROL 
HANDLE. POINTER 
ON THIS HANDLE 
INDICATES WHICH 
PORT IS OPEN AND 


AUXILIARY NEEDLE 
VALVE CONTROLS 


SOURCE FROM WHICH 
CHARGING AND GAUGE READING IS 
PURGING PORT. OBTAINED. 


No. 505-C Hi-Lo Charging and Testing Unit 
with 3” compound retard any Each $5.75 
No. 501-C Same as 505-C but less gauge. 
PN Ae devecekbcsorensnnceeuessanecd $3.35 


ng and 


Finance Plan Developed 
For Service Charges 


KANSAS CITY, Mo.—An arrange- 
ment whereby customers can finance 
their electric refrigerator repairs on 
a time-payment basis has been a 
major factor in improving business 
for United Refrigeration Service here, 
reports L. K. Lembke, partner in the 
firm. 

On all repairs up to $25, the com- 
pany itself handles the payment plan 
on a 60-day basis, with payments 
spaced every 15 days. For those 
over $25, time-payment terms have 
been arranged through a local finance 
company. 

Customers with repair bills up to 
$50 are given five months in which 
to pay; if the bill is over $50, eight 
months is allowed for payment. 
More than 50% of its customers are 
now taking advantage of the plan, 
the company reports. Guarantee of 
from 90 days to one year is made on 
all jobs. Finance charges run about 
46 cents a month on a five-month 
contract for repairs amounting to 
$30. 

Result of the financing arrange- 
ment, says Mr. Lembke, has been to 
capture a trade that formerly had 
been unable to meet the cash de- 
mands for service work. 

Another business-getting aid used 
by the company is penny-postcard 
direct-mail solicitation, offering a 
check-up inspection of the person’s 
refrigerator for $1, exclusive of 
extra parts that might be needed. A 
list of approximately 5,000 names is 
used in this promotion, initial mail- 
ing being made at the start of the 
warm months, with a follow-up at 
about mid-season. 


Commercial College 
Is Air Conditioned 


CAMDEN, N. J.—Marking what is 
believed to be the first adoption of 
air conditioning by a school in the 
South Jersey area, a “summer cool- 
ing’”’ system has been installed at the 
Camden Commercial College by 
Borstein Electric Co., of this city. 

The system employs the water 
cooling method, it was announced, 
and has a rating of 25 tons. Nine 
individual units are used, one in 
each of the classrooms, eliminating 
necessity for any ductwork, each 
drawing a supply of outside fresh air 
over the coils. After the cooling and 
dehumidification the air is circulated 
continuously with a complete change 
of air from seven to 10 times each 
hour. 

Several other installations, both 
of the water cooled and the electric 
compressor types, have recently been 
made by this same firm. All air- 
conditioning dealers and contractors 
in the area are reporting increasing 
activity. 


6-Foot Coldspot At $119.60 
Is Sears ‘Certified’ Offer 


NEW YORK CITY—Sears, Roe- 
buck & Co., in advertisements pub- 
lished here recently, offered a 6.2-cu. 
ft. all-porcelain Coldspot for $119.60 
in a special “last chance” selling. 
This model is “certified” as a $149.50 
value. 

“Certified! This model will never 
be sold here for less. ... Price goes 
up after sale,” the advertisement is 
headlined. 

Included in the advertisement is a 
statement, certified by a notary 
public, which lists the refrigerator 
as a verified $149.50 value. 


Ce 
SERVICE MAN 


A light, easily handled, sturdy, non- 
binding, easy-to-breathe-in protector of 
the serviceman’s eyes, nose, throat and 
lungs from those old reliable cough 
and sneeze producers, Methyl Chloride, 
Sulphur Dioxide, Ammonia, for which 
it comes equipped. 

Servicemen’s adoption has made this 
the biggest selling mask in America. 
Moderately priced. Write for full facts. 


CHICAGO EYE SHIELD CO 


LNA 


WILL— Make You More Money - 


Win You More Customers 


2352 WARREN BLVD. 
CHICAGO, ILLINOIS 


HUMI-TEMP 
UNITS 


Today—See Your Jobber or Write Direct to 
General Offices 


LARKIN COILS. INC. “ax":.ctry 


519 Pair St., S.B., ATLANTA, GA. 


Branch Factory—57-59 llth St., New York City 
I cite. inane eee A - o ¢ » * 


New Catalog Now Ready 
Jam full of values 
Write for your copy 


Wholesale only—use your letterhead 


RTS AND 
PPLIES 


ae 


HARRY ALTER'S 


DEPENDABODK 


TOOLS - 

EQUIPMENT FOR 
DOMESTIC REFRIGERATORS 
COMMERCIAL TION 
AND AIR CONDITIONING 


THE HARRY ALTER CO. 
1728 S. Michigan Avenue, Chicago, ) CHICAGO BRANCHES 


‘ j NORTH, WEST. SOUTH 
DETROIT CLEVELAND ST.LOUIS J]. 
5013 John R. St 4906 Prospect Ave 


2910 Washington Ave 


The HARRY ALTER CO., inc. 


NEW YORK | 


161-163 Grand St 


GREAT IN VALUE 


ROTARY SEAL 


REPLACEMENT UNIT 
SMALL IN COST 


ROTARY SEAL COMPANY 
803 West Madison Street, Chicago, Ill. 


CONTINENTAL EUROPEAN OFFICE: Waldorpstraat 
52, Den Haag, Netherlands. CANADIAN OFFICE: 
382 Victoria Avenue, Westmount, Montreal. 


THE PROFIT LINE FOR '39 


Refrigerator and Compressor 
sales go together. SHERER offers 
a complete line of cases, coolers 
and boxes to be sold with your 
compressors. 

Write for catalog and franchise 
details, mentioning territory desired. 


SHERER-GILLETT C0., Marshall, Mich, 


Manufacturers of Refrigerated Display and Storage Equipment 


HIGHEST + RIGHT BEST REFRIGERATION 
QUALITY PRICE BUY FOR CUSTOMER 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Canadian distributor: Refrigeration Supplies Co., Ltd., London, Ontario 


For All Commercial Applications. 


Need the Best - at Prices All Can Afford! 
RANCO G2 ALL-PURPOSE 


COMMERCIAL CONTROL 


Built for Those Who 
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YOU MAKE MORE MONEY WITH HENRY 


. ST. L 
(To THE TUNE, “IT AIN’T GONNA RAIN NO MORE” ) maton 
it is ti 
canditior 
nounced 
divisi 
Your profits grow with Henry, So standardize on Henry, pean 
Watchm: 
And you can keep them, too, And watch your profits swell, - = 
mbina’ 
For once a Henry job’s installed, Because with Henry on the job, ee 
There’s nothing else to do. Those profits grow like hell! (Conch 
! 
CHORUS: Sand) 
With more exclusive features, Oh, with Henry you earn more and more, ( 
It’s the completest line s With Henry you earn more, OAKL, 
frigerat 
Of dryers, strainers and large valves. So stock up now on the Henry line, emation 
eadquar’ 
They’re famed for their design. If it’s bucks you’re looking for. nyt 
Locate: 
the Store 
ties, rep 
HENRY VALVE COMPANY Pai 
complete 
refrigerat 
1001-19 NORTH SPAULDING AVENUE . . . CHICAGO, ILLINOIS ted 
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